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GLOBE PIPELESS FURNACES 


— 


GLO 


PIPELESS FURNACES 


@ One of the most vital points considered 








in the building of 


is the variation of climatic conditions 
in the different sections of the country. 


Wherever GLOBE PIPELESS FUR- 
NACES are installed—satisfactory re- 
sults are sure to be enjoyed. Their 
construction is engineered by warm 
air heating experts to insure perfect, 
economical heat—anywhere. 


! Every GLOBE dealer appreciates the 


simplicity of GLOBE PIPELESS 
FURNACE installation. It only re- 
quires very few hours to install a 
GLOBE and once installed, lasts a life 


time. 


© Make 1920 your most profitable 


| GLOBE STOVE & RANGE CO. 


year by selling GLOBE PIPELESS 
FURNACES. 


Write today for our inter- 
esting agency proposition 


‘““MASTER FURNACE BUILDERS’”’ 


KOKOMO - - - INDIANA 


, =a 
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MAHONING 
HEATERS 


Sell Themselves 


Se many superior qualities are 
involved in MAHONING con- 
struction that to tell of one would 
slight others equally as important. 

No need to talk Mahoning qualities. 
Show your customer,—he will see it at a 
glance. 

We want good live dealers everywhere, 
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_ “ee MAHONING TYPE ‘*C’? 
and offer a tempting proposition. pilllustration shows quite clearly the, combustion as tt takes 


through the slots in the firepot causes combustion to take place 
all around the outside of the fre. The hottest part of the fame 


a fi 
| d is in direct tact with th tsid face of the h 
A style and size for every purpose. SL yy ag CE a 


have made the Mahoning famous from coast to coast. 






The MAHONING FOUNDRY CO. 
YOUNGSTOWN, OHIO 


A Mammoth Plant With a Mammoth Production 









Clark Jewel Oil Stoves stand for satis- 
factory service. 

Thousands of Clark Jewel Oil Stoves 
are giving satisfactory service today all 
over the country. This splendid service 
has created a confidence among users 
that has made new sales exceptionally 
easy. 

Clark Jewel Oil Stoves are all equipped 
with HIGH SPEED oil saving burners. 
They are strong and durable—hand- 
somely finished. 

You will have NO trouble in selling 
these well known, excellent operating 
oil stoves. 

















It is highly important that you order 
early—these are days of Big Business. 


GEORGE M. CLARK & COMPANY 


Division American Stove Company 


CHICAGO 
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Representative of 
The Hardware, Stove, 
Sheet Metal, and Warm 
Air Heating and Venti- 
lating Interests 
PuBLIsHED Every Saturpay 


llarcwWaire 





Address all communicatiens and 
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DANIEL STERN 
Publisher and Proprietor 
620 South Michigan Avenue 
Chicago, Illinois 
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IN THE LONG run, the greatest damage done to the 
prosperity of our nation is by the pessimist. Shakes- 
peare gave expression to a big truth 
when he wrote: “There is nothing good 
or bad, but thinking makes it so.” To 
think in terms of economic depression is to act against 
industrial progress because our prevailing thoughts 
govern our mode of conduct. In this connection it is 
tmely to reproduce what the Manufacturers Record 
has to say regarding the outlook for continuation of 


No Danger 
of a Panic. 


prosperity in our country: 

“Some people are looking forward, even hopefully 
for a business depression which would bring about 
lower wages, and therefore lower prices and a reduced 
cost of living. This is fundamentally a false position. 
Men who think that the way to safety and to pros- 
perity is through panic and depression and low prices 
are absolutely without any understanding of the pres- 
ent conditions. Because panics and lack of employ- 
ment in the past, throwing millions of people out of 
employment, have brought about lower wages and 
lower cost of living is no reason whatever for looking 
tor such things under present conditions. 

“The world has completely changed. World infla- 
tion has cut the dollar in half, and no power on earth 
can alter this fact for many years to come. 

“Wages are high, and justly so. They 
tinue high. Under present conditions the laboring 
man is entitled to high wages so long as he gives 
efficient service. 

“It is true that the changes which have come about 
have produced a certain intoxication of extravagance 
and waste on the part of men who are getting high 
wages. They are at the same time less efficient and 
energetic than they formerly were, but that is only the 
inevitable outcome of the mighty changes which are 
taking place in the financial, economic and social rela- 
tions of wage-earners and all other interests. 

“The man who hesitates in carrying out construc- 
tion work because of the high cost of doing work at 
the present time is making a mistake. He can not get 
lower cost for years to come except through a business 
depression, which is not in sight, and which if it came 
would mean a desperate revolution, costing every busi- 
ness man and the country infinitely more than it costs 
to go ahead as rapidly as materials and labor are avail- 
able for all work.” 

This line of reasoning applies with equal cogency to 
every department of production and distribution. It 
is just as valid for the hardware dealer and the sheet 
metal contractor as it is for the manufacturer or job- 


should con- 


ber. Business men in every industry can do a service 
to their trade and to their country by spreading ideas 
of confidence in America’s soundness and ability to 
carry on the work of national development without 
panic or depression. 


TRUTHS WHICH DERIVE their force from unchang 


ing principles do not diminish in power with the pass- 


ing of time. A hundred years ago, for 

Return to ; ‘ 
: example, was true that two persons 

Our First 

mare could not then converse a_ thousand 

rinciples. ; - 
P miles apart. Today, the wireless tele- 
phone permits the human voice to be heard three 


source of its utter- 
it was true that 
The 
teachings of George Washington, Father of our Coun 
They are 


thousand miles away from the 


ance. A million years ago, however, 


two and two make four. It is just as true today. 


try, are based on truths which are eternal. 
as valid now as they were when he proclaimed them 


more than a century ago. No more effective edi- 


can be written in these times of social unrest 
following paragraphs from Washington’s 


\ddress: 


‘This government, the offspring of our own choice, 


torial 
than the 
l‘arewell 


uninfluenced and unawed, adopted upon full investi- 
gation and mature deliberation, completely free in its 
principles, in the distribution of its powers, uniting 
with energy and containing within itself 
has a just claim 
Respect for its 


acquiesence in 


security 

provision for its own amendment, 

to your confidence and your support. 
authority, compliance with its laws, 
its measures, are duties enjoined by the fundamental 
maxims of The basis of our political 
systems is the right of the | 


of Government. 


true Liberty. 
cople to make and to alter 
their Constitutions But the Con- 
stitution which at any time exists, till changed by an 

People, is 
idea of the 


whole 
very 


explicit and authentic act of the 
sacredly obligatory upon all. The 
power and the right of the People to establish Govern- 
ment, presupposes the duty of every individual to obey 
the established Government. 

“All obstructions to the execution of the Laws, all 
combinations and associations, under whatever plaus- 
ible character with the real design to direct, control, 
counteract, or awe the regular deliberation and action 
of the constituted authorities, are destructive of this 
fundamental principle, and of fatal tendency. They 
serve to organize faction, to give it an artificial and 
extraordinary force—to put in the place of the dele- 
gated will of the Nation, the will of a party; often a 
small but artful and enterprising minority of the com 
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munity; and, according to the alternate triumphs of 
different parties, to make the public administration 
the mirror of the ill-concerted and incongruous proj- 
ects of faction, rather than the organ of consistent 
and wholesome plans, digested by common councils 
and modified by mutual interests. However, combi- 
nations or associations of the above description may 
now and then answer popular ends, they are likely, in 
the course of time and things, to become potent en- 
gines by which cunning, ambitious and unprincipled 
men will be enabled to subvert the power of the Peo- 
ple, and to usurp for themselves the reins of Govern- 
ment; destroying afterwards the very engines which 
have lifted them to unjust dominion.” 

A return to first principles, a revival in the national 
consciousness of “the fundamental maxims of true 
liberty,” and a quickening of the movement for the 
spread of Americanism are the best means for solv- 
ing our industrial and civic problems. Equality of 
opportunity, honest workmanship, adequate wages, 
and sincere service in every department of production 
and distribution will follow logically from the putting 
into practice of the truths which George Washington 
proclaimed to the nation in the trying times of its 
initial years. 








RECENT DEVELOPMENTS CLEARLY show that the auto- 
mobile industry is expanding rapidly. Noteworthy are 
: the record breaking crowds which flocked 

Selling of . eae 

_. tothe Automobile Show held in Chicago. 

Automate More cars were sold at this exhibit than 

RANEENS 2, any of the previous years in which it 
was held. Both pleasure and commercial cars were 
the source of interest. Sales were far above the av- 
erage. Most particularly, attention is directed to the 
adoption of the automobile truck as an aid to increased 
production and distribution. The commercial car is 
being widely used for freight hauling. From other 
sources comes the report that tractors are being ex- 
tensively sold. Indeed, the use of automobiles both 
for pleasure and business is increasing at an astonish- 
ing rate. 

What does this mean'to the hardware dealer? In 
the first place, it is a simple step of reasoning that an 
increase in the number of cars, both pleasure and com- 
mercial, put into use and the number of tractors sold 
appreciably augments the demand for automobile ac- 
cessories. It is, therefore, a battle of wits now be- 
tween the garage man and the hardware dealer to de- 
termine whether one shall sell all the automobile ac- 
cessories. There is no reason for permitting the 
garage owner to gain all of the profits which are bound 
to be made. A part of it should go to the hardware 
dealer. But will it? That depends upon the initiative 
of the individual merchant. 

If he has resourcefulness and foresightedness he will 
see to it that matters are so arranged that his share 
of the automobile supplies business will be enough to 
warrant an extension of this part of his trade. To 
illustrate the connection of automobile accessories 
with the general line of hardware, it would be well 
to mention the fact that very recently a manufactur- 
ing company announced that it will make automobile 
liardware. Furthermore. many of the staple articles 
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ordinarily sold by the hardware retailer are in demand 
by the automobilist. It can be seen that there is a 
close relation between the greater portion of auto 
mobile accessories and the usual hardware line 
Wrenches, files, paints, screws, bolts, nuts—even gaso- 
lene—were sold by the hardware dealer before the 
automobile was invented. Why not now—and to the 
car owner? 

Of course, the hardware stock has to be enlarged 
in some respects in order to meet the varied needs of 
today. But it requires no unusual deviation from the 
present line handled by the hardware dealer. He does 
not have to set aside part of his store and devote it 
to automobile accessories only. Nor must he divide 
his attention equally between his general business and 
the new line. He can, without any radical change of 
his store, put both his former stock and the automo 
bile supplies together. 

It must not be supposed, though, that once a supply 
of accessories is stocked that they will sell themselves 
It is this very misapprehension on the part of the re- 
tail hardware merchant that has led some dealers to 
the conclusion that automobile accessories are not a 
profitable line. The dealer must consider that he has 
a competitor in every garage man in his neighborhood, 
who concentrates his entire attention upon the gaining 
of this business. But this need not discourage the mer- 
chant who has the ability to make good in his own 
line. By advertising and soliciting among their pres- 
ent customers, hardware dealers can create the im- 
pression in their territory that the hardware store is 
the proper place to buy automobile accessories. It re- 
quires time and attention. But all things which bring 
profitable results require time and attention. Yet the 
percentage of profits and the general increase of the 
scope of the retailer’s business as a result of accessory 
sales, make it worth while. 

Another phase of the automobile accessory business 
which the hardware retailer should consider is the 
increase in his general business which will result. 
Automobilists also require hardware supplies. They 
require kitchen utensils, paints for their homes, and 
warm air heaters to heat their dwellings. 

Often, dealers have recognized the profits to be 
had from selling automobile accessories in connection 
with their general hardware line, but have lost out by 
their lack of even the most fundamental principles 
pertaining to the runnning of a car. Though the hard- 
ware merchant need not be a skilled mechanic, if he 
seeks to make a success out of his automobile sup- 
plies he must know the basic rules of automobile con- 
struction. Most hardware merchants have cars. In 
addition, a little time spent each day in learning such 
things as the fundamentals of car wiring, the proper 
installation of spark plugs, and similar details, will 
not only add to the dealer’s ability efficiently to sell ac- 
cessories, but will broaden his general knowledge. 

It can be safely said that the time spent in planning 
and studying with a view to enlarging the hardware 
store for the purpose of selling automobile accessories 
will pay for itself doubly. The project should not be 
undertaken rashly. Careful deliberation and a study 
of the field for the purpose of determining the p-oper 


articles to stock for quick turnover, are essential. In 
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a word, the hardware dealer can make a success of 
selling automobile accessories if he will exercise good 
business judgment. 








RANDOM NOTES AND SKETCHES. 
By Sidney Arnold. 


I received an illustrated post card this week from 
my friend George Harms of F. Meyer and Brother 
Company, Peoria, Illinois. He is in Palm Beach, 
Florida, getting a winter tan and picking the juiciest 
oranges. 

* * x 

My friend Charles Peffly of George M. Clark and 
Company, Division American Stove Company, Chi- 
cago, Illinois, says the following story has been thor- 
oughly “aged in the wood :” 

A Chicago man was invited by a New York friend 
to call on him the next time he came East. “Don’t 
think of going to a hotel,” said the New Yorker, “but 
come to my house any time, day or night, and you will 
always be welcome.” 

Just for fun the Chicago man called the next time 
he landed in New York—at two o'clock in the morn- 
ing! 

“Does Mr. Blank live here?’ he asked the sleepy 
maid who answered the door. 

“Yes,” she said, “carry him in.” 

* * xX 

Diplomats are not all in the service of governments, 
in the opinion of my friend James Robinson of Hart 
and Cooley Company, New Britain, Connecticut. He 
supplies the following story to the point: 

“Supposing I give you your supper,” said the tired- 
looking woman, “what will you do to earn it?” 

“Madame,” said the wanderer, “I’d give you de 
opportunity of seeing a man go t’roo a whole meal 
without finding fault wid a single t’ing.” 

The woman thought a minute, and then told him 
to come in, and she’d set the table. 

x * * 

Strictly speaking, there are only two classes of men 
in the hardware business—those who are up on their 
toes all the time getting the trade and those who loll 
back in their chairs waiting for it to come to them, 
declares my friend, C. G. Schroeter, of Schroeter 
Brothers Hardware Company, St. Louis, Missouri. 
That reminds him of this story: 

The officer was lecturing the new recruits on the 
preventive measure for gas attacks and the necessity 
for the smart adjustment of helmets. “Remember,” 
he said, “there are only two classes when the gas 
alarm is sounded—the quick and the dead.” 

*# * * 

It is eminently just and proper in the opinion of 
my friend John P. McCrea, of Pittsburgh, Pennsyl- 
vania, that the joker who makes a bad joke deserves 
to have it turned on him as it was in this case which 
he cites : 

A man who dined at a restaurant was asked in the 
ordinary way by the waiter what he would have for 
the next course. 

“You may bring me stewed apples and cream.” 

“Yes, sir.” 


“Only let me have them without the cream.” 

“Yes, sir; most certainly, sir.” 

“And without the apples, please.” 

The waiter disappeared, and soon returned with a 
plate on which lay a spoon and a little powdered sugar. 
The customer looked surprised. 

“It’s your stewed apples and cream, sir, without 
the stewed apples and without the cream,” said the 
waiter. 

The time figured on the bill just the same, and the 
customer had to pay it. 

+ * * 


Many of us exaggerate our worries into fears, ac- 
cording to my friend, Joseph M. Hottel, of Delta File 
Works, Philadelphia, Pennsylvania. The things we 
dread most often turn out to be harmless, as in the ex- 
perience which he narrates of two friends who wanted 
to visit the lunatic asylum: 

As they neared the entrance they saw one of the 
inmates sitting on the fence looking at them fero- 
ciously. One said: “I think we had better turn back.” 
The other at once seconded the motion; they started 
to return. 


One, on looking over his shoulder, saw this lunatic 
running with all his might toward them. They started 
to run, the crazy fellow gaining on them all the while 
At last, one thoroughly exhausted, stopped; as he did 
so, the Junatic tapped him onthe shoulder and said: 

“Tag; you're it.” 

a + * 

Boasting of ancestry is a form of vanity, excusable 
only when it is accompanied by effort to duplicate the 
virtues thereof, declares my friend O. L. Moon 
of the Scheible-Moncrief Heater Company, Cleve- 
land, Ohio. He narrates the following incident in 
illustration : 

The haughty English Lord was endeavoring to im- 
press the importance of his family upon his guide in 
the Scotch Highlands. 

“Why,” he exclaimed, with an eloquent gesture, 
“my ancestors have had the right to bear arms for the 
last two hundred years!” 

“Hoot, mon,” cried the Scot, “my ancestors have 
had the right to bare legs for the last two thousand 
years!” 

* 4 ” 


In our school days we found that the easiest way 
to commit useful maxims to memory was to learn 
them in the form of verse. That is why I reproduce 
the following lines containing a lesson on diligence 
which is not without value to the best of us: 

A Lesson of Diligence. 
My friend, have you heard of the town of Yawn 
On the banks of the river Slow, 
Where blooms the Wait-a-while flower fair, 


Where the Some-time-or-other scents the air 
And the soft Go-easys grow? 


It lies in the valley of What’'s-the-use 
In the province of Let-her-slide; 

That tired feeling is native there 

It’s the home of the listless I-don't-care, 
Where the Put-it-offs abide. 


The Put-it-offs never make up their minds, 
Intending to do it tomorrow ; 

And so they delay from day to day 

Till business dwindles and profits decay 
And their days are full of sorrow. 
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UP TO THE MINUTE 
NEWS SIFTINGS 














The Scranton Stove Works, Scranton, Pennsyl- 
vania, plans a three-story plant addition, 50x90 feet, 
to cost $75,000. 

The Republic Heater and Range Company, New 
York City, has been incorporated with $50,000 capital, 
by J. H. Malloy, H. I. Luftman, and E. A. Luthy. 


——~<>o————— 


EXECUTIVE SESSION. 


ROB UNION AT 


Local Number 233, Chicago, Illinois, of the Inter- 
national Molders’ Union, was robbed of $2,000 Thurs- 
day, February 19th. While in executive session at 
Hodcarriers’ Hall, South Green and West Harrison 
Streets, Chicago, four armed bandits entered and or- 
dered the twelve members present to line up against 
the wall. Three of the robbers held the twelve mem- 
bers at bay while the fourth rifled the desk drawers, 
emptying them of all the money contained in them. 
The bandits made their get-away before the police 
could be summoned. 


ee 


MAKE APPEAL FOR INTERNATIONAL 
ECONOMIC CONFERENCE. 


Representative men of America, Great Britain, Hol- 
land, Switzerland, Denmark, Norway and Sweden, 
have sent to their respective countries, to the Repara- 
tion Commission, and the United States Chamber of 
Commerce a joint appeal for an international eco- 
nomic conference for the purpose of explaining the 
situation in Europe, and “to recommend upon the 
basis of authentic information what action in the 
various countries is advisable among the peoples in- 
terested in reviving and maintaining international 
commerce.” After reviewing the economic situation 
briefly, the memorandum makes the following ob- 
servations : 

“1. The greater part of the funds must necessarily 
be supplied by those countries, where the trade balance 
and the exchanges are favorable. 

“2. Long term foreign credit, such as is here con- 
templated, is only desirable insofar as it is absolutely 
It is not 
a substitute for those efforts and sacrifices on the part 
of each country by which alone they can solve their 
internal problem. 


necessary to restore productive processes. 


It is only by the real economic 
conditions pressing severely, as they must, on the in- 
dividual that equilibrium can be restored. 

“For this reason, and also because of the great de- 
mands on capital for their own internal purposes in 
the lending countries themselves, the credits supplied 
should be reduced to the minimum absolutely neces- 
sary. 

“4. Assistance should, as far as possible, be given 
in the form which leaves national and international 
trade free from the restrictive control of governments. 





“5. Any scheme should encourage to the greatest 
extent possible the supply of credit and the develop- 
ment of trade through normal channels. 

“6. Insofar as it proves possible to issue loans to 
the public in the leading countries, these loans must 
be on such terms as will attract the real savings of the 
individual ; otherwise inflation would be increased. 

“7. The borrowing countries would have to provide 
the best obtainable security. For this purpose it 
should be agreed that: 

“a. Such loans should rank in front of all other 
indebtedness whatsoever, whether internal debt, repa- 
ration payment or inter-allied governmental debt. 

“b. Special security should be set aside by the bor- 
rowing countries as a guarantee for the payment of 
interest and amortization, the character of such se- 
curity varying perhaps from country to country, but 
including in the case of Germany and the new States 
the assignment of import and export duties payable 
on a gold basis, and in the case of States entitled to 
receipts from Germany, a first charge on such re 
ceipts.” 

oes oo a 
DESIRES TO KNOW WHO MAKES THE 
“SUCCESS” OIL COOK STOVES. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 
Will you or some one of your readers kindly inform 
me who manufactures the “Success” Oil Cook Stove? 
Yours truly, 
C. ArtTHUR Roy. 
Corning, New York, February 16, 1920. 


~~ a 
ooo 


IS EQUIPPED TO PRODUCE STOVE 
PATTERNS OF GOOD QUALITY. 


, 





In the manufacture of stove patterns precision is 
absolutely essential. The workmanship and material 
must be of a good quality. The Cope-Swift Company, 
Incorporated, Detroit, Michigan, produces stove pat- 
terns of quality. This company declares that both its 
artisans and material are selected by experience. Its 
years of experience enable it to meet the varied re- 
quirements of stove patterns. No slipshod products 
are turned out by its shop, state the Cope-Swift Com- 
pany, Incorporated. With the aid of the latest types 
of machinery installed in its newly built plant this 
company is prepared to turn out wood and metal pat- 
terns in accordance with the most exacting specifica- 
tions. Stove makers desiring a reliable pattern maker 
will find it advisable to communicate with the Cope- 
Swift Company, Incorporated, 41-49 Dougal Avenue, 
Detroit, Michigan. 


~~ ———_ —-e @ oo 
The little customer may not order as much as the 
big one, but he comes oftener. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 











AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 58 to 63 inclusive. 


The Baldwin Cutlery Company, Jamestown, New 
York, contemplates a p!ant, two-stories, 45x66 feet, 
to cost $30,000. 

The Providence Cutlery 
Rhode Island, has been organized by D. Paolantio, J. 
I*, Rioux, and R. J. Rioux. 

The Yypsilanti Screw Company, Yysilanti, Mich- 
Craw- 


Company, Providence, 
pan) 


igan, contemplates plant enlargements. S. E. 
ford is president and general manager. 

The New England Abrasive Company, Boston, Mas- 
sachusetts, has been incorporated with $50,000 capi- 
tal, by E. H. Talbot, E. O. Hiler, and H. C. McKenna. 

The Continental Wood Screw Company, Mt. lleas- 
ant Street, New Bedford, Massachusetts, is taking 
bids for a two-story plant addition, 52x80 feet, to 
cost $45,000. 

The Moore Spring and Hinge Manufacturing Com- 
pany, Worcester, Massachusetts, has been incorpo- 
rated with $90,000 capital by Elisha Moore, Edward 
NX. Lucier, and Frederick B. Spellman. 

The Century Manufacturing Company, Holyoke, 
Massachusetts, maker of washing machines, has let 
the contract for a one-story 74x150 foot factory, and 
a two-story, 42x90 foot, office building, to cost $70,000. 

The Manross-Robertson 
necticut, has been incorporated to make screw ma- 


Company, Bristol, Con- 


chine products, springs, ete., with $50,000 capital, by 
l‘'rederick N. Manross, Arthur N. Manross, Robert 
H. Manross, and Charles I-. Robertson. 


SELLS RETAIL HARDWARE BUSINESS. 





EK. F, Hortz, Sheffield, Illinois, sold his retail hard- 
to Johnson and Gin- 
Mr. Hortz was 


ware business, lebruary Ist, 
thardt, hardware, stoves and tinware. 
known in his community for the quality of his service. 
The war took two of Mr. Hortz’s sons, who were en- 
gaged in business with him under the name of Hortz 
and Sons. 





MOVES TO COMMODIOUS QUARTERS. 


Garver Hardware Company has recently moved its 
retail hardware store to new and more commodious 
uarters at 416-418 East Eighth Street, Des Moines, 
lowa. It has a magnificent establishment which is 
flooded with light and air and occupies a three story 
building, two stories of which are 44x150 feet and the 
third story is 44x60 feet. 








NECESSITATES CHANGE OF LOCATION. 


The American Wringer Company, Chicago, [linois, 
will move from its place at State and Lake Streets 
to 319-321 West Randolph Street, Chicago, Illinois. 
The removal is made necessary because of the erection 
of a large theater building upon the site occupied by 
the American Wringer Company. No change in serv 
ice or management will take place. 


Customers wil! 


be accorded the same conscientious treatment which 
prevailed heretofore. 
-°-e- 


INTRODUCES NEW PREPARATIONS. 


Two preparations which are new in every respect 
herewith, manufactured by Allen J. 
North Wabash 
Hlinois. In 


are illustrated 


<a > 


Coleman, 200 





\venue, Chicago, 
the accompanving illustration is 
depicted a can of Coleman's 
Closet 


tion is made up of scientifically 


Cleanser. This prepara 
prepared chemicals for one pur 
pose only, that of cleaning and 
keeping clean, odorless and sani 


tary all porcelain and vitreous 





closet bowls, urinals and traps. 
It does its work well and with 


little bother on the part of the 


Coleman's Closet 
Cleanser, Made by > w ‘ ies j Though ef- 
ype ae who applies it. Thoug 


fective in cleaning up stains, tt 
will not injure the enamel. Also 
illustrated herewith is Coleman's 


Chicago, Illinois. 


Chemical Compound, manutac 
tured by Allen J. Coleman. It 
is said the difficulty of opening 
stoppages in pipes, drains, traps 
and other similar sewerage con 
nections has been overcome by 
the use of this compound, Col 
man’s Chemical Compound will 


Coleman's Chemical 
Compound, Made by , frozen stacks and dra 
Allan J. Coleman, thaw out frozen sta k ; d 


Chicago, I'linois. pipes, leaving them clear. clean 
and unharmed. No more need of plumbing fixtures be 
ing injured trying to clean them out. The compound 11 
lustrated herewith will do the work quickly and with 


out injuring the parts on which it is placed. It will 


work effectively with either hot or cold water. loth 
of the products described in the foregoing are pa ked 
in attractively labeled cans. Retailers who desire to 
introduce both Coleman’s Closet Cleanser and Cole 
man’s Chemical Compound in their territor hould 
write to Allen J. Coleman, 200 North Wabash Ave 


nue, Chicago, Illinois. 


-e- 


Manufacture your own luck. 
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Illinois Retail Hardware Convention Deals With 


Competition by Cooperative Societies. 








The necessity for organization was never more 
urgent in the hardware trade than in these days of 
changing social and industrial conditions. The very 
foundations of retail merchandizing are threatened 
with destruction by the constantly growing cooperative 
buying movement throughout the country. Millions 
oi dollars are being invested in factories and mills by 
the railroad brotherhoods and other societies of me- 








H. S. Daniels, Retiring President Illinois Retail Hardware 
Association. 


the retailer to fortify 
this movement? Can 
during the impending 
economic upheavals? These and similar pressing 
questions received strongly affirmative and instructive 


chanics and farmers. How is 
himself against the inroads of 


he succeed in holding his own 


answers in the Twenty-third Annual Convention of 
the Llinois Retail Hardware Association which was 
held February 17, 18, and 19, 1920, in the Louis XVI 
Room of Hotel Sherman, Chicago, Illinois. 

Tuesday, February 17, 1920. 

Preceded by an hour spent in visiting the various 
displays of the hardware exhibit on the mezzanine and 
second floors of Hotel Sherman, the Twenty-third An- 
nual Convention of the Illinois Retail Hardware As- 
sociation was called to order in the Louis XVI Room 
of the hotel at 10:00 o'clock, Tuesday, February 17, 
1920, by H. S. Daniels, President of the organization. 
After the singing of “America” by the assembled 
delegates, Grant Porter of Chicago made a brief and 
earnest invocation. 

A few appropriate remarks were made by Mathias 
Ludlow, Vice-president, National Retail Hardware 


Association, on the good to be accomplished by annual 
gatherings of retail merchants. Then H. S. Daniels, 
President, Illinois Retail Hardware Association, de- 
livered his annual message, which produced an ex- 


tremely favorable impression upon the audience. The 


full text of his address is as follows: 


Annual Message of H. S. Daniels, President Illinois Re- 
tail Hardware Association, Delivered February 17, 
1920, to the Convention of That Organization 
in Hotel Sherman, Chicago, Illinois 


The time that has elapsed since last we met in conven- 
tion assembled has witnessed events unparalleled in Amer- 
ican history. The ceasing of the roar of the thunders of 
war ushered in an era of peace unprecedented in our national 
life. Other wars have left devastation and ruin in their 
wake; but when the bloody sun at last sank behind the black 
clouds of war, and the new day of restitution and recon- 
struction was ushered in, our nation was left the richest, 
most powerful nation of the world—a nation to which all 
the nations of Europe are looking for help and guidance— 
but a nation strangely changed and altered. Old things have 
passed away, and in their stead arises a people with new 
environments, new ideals and aspirations, a New America. 
bearing aloft the torch of liberty as of old, but with rays 
falling upon a chaotic mass of patriotism and anarchy, char 
ity and greed, strife and confusion, revolution and evolution. 


Energy and Alertness Are Needed. 


He who would keep pace with the times must be alert 
and keen, energetic and untiring; he must be endowed with 
the rare gifts of imagination, knowledge, enthusiasm and 
courage. And it is of this New America that we shall direct 
our line of thought today. 

The year that has passed has witnessed the demobiliza- 
tion of our army, and the man who answered the call of the 
clash of the sword has returned to resume his place as a 
civilian, to fit his experiences with a broadened horizon into 
the every day life about him. 


Farmers’ Co-Operative Enterprises. 

It has seen the farmer with his splendid acreage coming 
into his own, as it were, and becoming a live factor in the 
economic affairs of the country. Through an organization 
which is being perfected throughout the land, the rural 
factor is becoming moré and more commanding, and the 
retail world must needs listen to its demands. Do you real- 
ize, fellow-hardwaremen, that in many localities farmers’ 
co-operative stores and farmers’ elevators are being built, 
and, what is more, they are getting the business. This we 
believe to be due to profiteering on the part of local mer- 
chants, or to the lack of co-operation in phases of mutual 
interest. This is a deplorable condition, for in rural com 
munities the retail merchant is dependent upon the rural 
trade. It should be his endeavor to interest the farmer in 
the life of his community, to become his friend and advisor 
and to show him that the quality of the community, with: 
prosperous villages, churches and schools, only enhance the 
the value of his own lands. 


Everv line of business has been affected and often crip 
pled in this past year, by the shortage of «cars, irregularit 
of train service, and the railroad strikes which have threat 
ened from time to time. It is yet to be seen whether the r« 
turn of the railroads to private control the first of March 
will assist in solving this problem so vital to industrial li! 


Problem of Collective Bargaining. 

The past year has witnessed conflicts between employe: 
and employe which are without precedent in the count 
There has been a wild scramble for an almost unmentionab!: 
wage per day by discontented workers whose wage seeme( 
insufficient for their needs. The principle of collective bar 
gaining or open-shop has been discussed and probed int 
and still remains an unsolved problem. A contest of endu 
ance between manufacturers and workers was waged in tlie 
nation-wide steel strike, and its effects are still felt in t! 
shortage of production. Many of you are even now an 
iously awaiting the shipment of goods ordered months ag: 
and wonder why the delay. But the car situation, the su 
stituting of wholly untrained workers for skilled labor, tc 
return to their native land of foreign workers; the genera! 
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disorganization resulting from the strike, explain the cause 
for delay. 

In close parallel to the steel strike was the great coal 
strike, unbelievable and inconceivable, where the contest was 
waged between the strength of organized labor, and the 
strong arm of the law, and where not only every phase of 
industry was paralyzed, but. where the fireside and the home 
were sadly stricken. 

Difficulties Which Confront the New America. 

To recount all the surprising changes and existing con- 
ditions of the past year would be an impossible undertaking. 
The New America has had many problems to confront, and 
will have many more. She must deal with anarchy and 
3olshevism; she must deal justice to the alien within her 
border, and must bring to the foreign-born a more complete 
Americanization and establish a more thorough knowledge 
of the English language. She must meet a varying money 
exchange, and must recover from the resultant crippled ex- 
ports. She must decide whether to meet Mexico with a 
warlike intervention, or through exercising tact and judg- 
ment, to evolve a gradual process of change on the twelve 
millions of illiterates, and to mold them into an industrious 
and orderly household. She must attend assiduously to 
the enforcement of her new prohibition laws. In fact, she 





Hobart R. Beatty, Newly Elected President Illinois Retail 
Hardware Association. 
must bring order out of chaos, must evolve a means of 


bringing satisfaction to both laborer and capitalist, to both 
producer and consumer, to both employer and employe 
Selfishness Must Give Way to Co-Operation. 

The great problem is, how shall this be acomplished ? 
What is the great outlying cause, and how shall it be rem 
edied? The great law of cause and effect is still in force 
The trouble with the world today is that men are 
with the idea of self. Paramount in their thought 
aggrandizement—a greedy chase for money or for 
They see the world from a distorted, one-sided point of view, 
and forget to consider the other fellow. We see it on ever) 


side, be it in our industrial, our social, or our political life. 


obsessed 
is self 
power. 


Whenever we have our halls of Congress filled with men 
who are true men, with the good of the nation at heart 
rather than the promotion of selfish interests, and cease 


these grand-stand plays for popular sentiment. we shall have 
made a great step toward the desired end. Whenever we 
embrace the great principles of co-operation, we shall have 
struck the keynote to the whole situation. It is when we 
have learned to work with: not for or against one another, 
that the greatest problem of the age will have been solved. 
It was the pleasure of your president to address the 
National Hardware Convention at its meeting in Pittsburgh 
in June along this very same line, and we were pleased to 
note that some of the suggestions were adopted by that body. 
Whenever the employer and employe can work together 
for a common end, then strife and confusion will disappear. 
Only through co-operation can the laborer and the capitalist 
hope to reach a satisfactory wage; only through co-operation 
can the producer and the worker till the soil and bring there- 


from the supply which meets the demands; only through 
co-operation can our legislators and executives direct the 
affairs of the nation, and command order from a law- 
abiding people. It is only through co-operation that we hard- 
ware merchants can solve the problems that confront us 
and secure the best methods for promoting our mutual 
interests. And we are pleased to note that in the past year 
more have taken advantage of the opportunities offered than 
ever before. 
Benefits Produced by the Association. 


In looking over the report from our secretary’s office, we 
find that the freight bills from 442 members have been aud- 
ited. They have collected from the railroad $5,658.83, as an 
overcharge for freight. They have collected $268 on loss 
and damage claims, and $68 from manufacturers in claim ad- 
justments. This goes to show that the secretary’s office is 
ready to confer with members about any matter about which 
they are in doubt, and if the members do not take advantage 
of these opportunities, it is their own loss. In the next year 
many ocasions for special conferences will present them- 
selves, for unquestionably retail merchandising will become 
more intensified each month, and the hardware merchant 
who is not now arranging his affairs so that they will be 
ship-shape to meet the strongest kind of competition, is 
missing an opportunity for which he will pay dearly in the 
loss of trade. In the last half year the official family de 
cided to put on a field secretary, and since October Ist, Mr. 
F. W. Decker has very faithfully been out in the territory 
rendering such service as he can to the membership of the 
Association, and the plans for the coming year with this ad 
dition of the field secretary may bring additional service 
to the membership, and we hope to have a record of special 
service of some kind performed for every member of the 
Association, and made a matter of record. 

You who are here have already shown your spirit of co 
operation by becoming members of this Association, and we 
are especially anxious that this convention shall be helpful 
to you as individual members. I[f you have problems vou 
have not been able to solve, you may feel free to bring them 
up during this convention, and’ benefit by the experience of 


your fellow members. And through the affiliation of your 
State Association with the National Association, you com¢ 


in touch with the hardware merchants from some forty-odd 
other states. 
Give Synopsis of National Convention. 

One of the best meetings the National Association has 
ever held convened at Pittsburgh June 23 to 27, 1919. The 
Pittsburgh people proved themselves splendid hosts, and the 
delegates who stayed over felt more than repaid for their 
visit to the Donora plant of the American Steel and Wir 
Company. But the practical betterment of the hardware 
men was the watchword of the convention, and business was 
given precedence over pleasure. The discussions showed 
keen interest in problems involving membership service, and 


means were sought to eliminate many of the evils which 
have crept into the hardware trade. That you may better 
understand the nature of the problems discussed, we give 


vou a digest of certain resolutions adopted 


Standardization. 
“1. Urge continued § standardization of manufactured 
products through elimination of such styles, sizes, finishes 


and other variations from nonesential and add 


nothing to utility. 
Uniformity of Stocks. 

“2. Urge retail hardware merchants to use special care 
in selecting merchandise, that stocks may be more uniform, 
by avoiding duplication of too many brands of similar goods, 
which unnecessarily increases stock, ties up capital and 
weakens selling effort by making concentration difficult o1 
impossible. 


type as are 


Standard Price Lists. 
“3. Strongly favor standardized price lists and urge dis- 


continuance of jobbers’ and other spec ial lists whicl mand 
cap the retailer and his service to the consume! 
Business Integrity. 

“>. Condemn manufacture and sale of misbranded arti- 
cles and all forms of misleading, untruthful, exaggerated 
unfair and fraudulent advertising and _ selling, dsourge 
passage of state and national laws to eliminate hy 
tices 

Price Maintenance. 

“G6 Endorse recommendation of Federal ‘Trade Com 
mision for early passage of equitable price maintenance law 
which will eliminate harmful price-cutting of standard mer 
chandise.” 

Careful Buying Is Essential. 

lust what the future holds for us 1s a matter ol spec- 
ulation. For the past two or three years, it has beer almost 
impossible for a man to make a mistake in juying 
in any line. But we believe the time has come, due to the 


unrest in the country and the fact that this Government 1s 
doing everything in its power to reduce the high cost of 


living, when merchants should be careful and buy as their 
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needs require. It is no time for speculation. Merchants to- 
day should watch their credits carefully, and those who are 
ont in a position to discount their bills should get in that 
position as quickly as possible. People are spending their 
money more lavishly than ever before in the history of the 
country. But last month our exports were $100,000,000 short. 
Just what they will be this month we cannot say. If this 
condition continues, we are all agreed that something dis- 
astrous will happen. The effect this will have upon lines 
carried by hardware trade, we are unable to foretell; but 
whatever disturbs the general trade condition is bound to 
be felt by the individual lines. 
A New Vision of Service Is Needed. 


And so we find the New America demanding much of the 
retail merchant. He must get a new vision of the service 
he owes his community. He must supply the needs of cus- 
tomers as economically as they can be supplied from othet 
sources. He must meet his competitors with a glad hand 
of brotherly love. He must study carefully the basic prin 
‘iples underlying his business, and recognize the most import- 
ant issues. He must have a more comprehensive under- 
standing of the needs of his community, and must educate 
his trade to a knowledge of such needs. He must have a 
complete organization of his business, so that he may de- 
velop and maintain a new standard of excellence. He must 
foster honesty in dealing with his fellowmen—in fact, in 
the words of Secretary Sheets, he “must become a commu: 
nity leader who stands always for civic righteousness as 
well as for business progress.” 


At the conclusion of President Daniels’ annual 
message, the following committees were appointed : 
Committees. 

Resolution. 

Harry Cormick, Centralia. 

I’, F. Porter, Chicago. 

Harry Ryan, New Holland. 
Vomination. 

G. S. McCurdy, Bloomington. 

E. N. Howell, Dixon. 

Fred Geissing, East St. Louis. 

Leo Krueger, Chicago. 

R. L. Sweetman, Armington. 
Place of Meeting. 

J. R. Anderson, Elburn. 

W. Bb. Costello, Chicago. 

Rudolph Strehlow, Peoria. 

Charles Woizeski, Bloomington. 

J. J. Ryan, Geneseo. 
Legislation. 

J. P. Brown, Hillsboro. 

Rk. M. Gunther, Quincy. 

Fred Schlitt, Springtield. 
.luditing. 

G. W. Porter, Chicago. 

J. K. Deuth, Forreston. 

Otto Landmeier, Arlington Heights. 
Sergeant-at-Arms. 

Martin Engelhart, Chicago. 

David Zweifel, Chicago. 

\. C. Brefeldt, Beckemeyer. 


Following the appointment of the Committees, the 
resident called upon Mrs. Fred Ruhling, Chairman 
of the Ladies’ Committee, who outlined the arrange- 
ments for the entertainment of the women folk during 


the Convention, 

Charles Smith, of Chicago, Illinois, manufacturer 
of Warm Air Heaters, and widely known throughout 
the trade, was called upon to address the audience. 


In a few pithy sentences, he congratulated the dele- 
the 


urged close study of the problems which are to be 


gates upon their attendance at convention and 


brought before them for discussion. 

J. I. Douglas was asked by the President to make 
a talk and expressed his pleasure at being fortunate 
enough to take part in the Convention and praised the 
good already accomplished by the Association. 

i: ie 
ot the 


llackney, Argos, Indiana, of the home office 


National Retail Hardware Association, also 
addressed the gathering and made some useful sug- 
gestions regarding the work of the Convention. 

The morning session concluded with the calling to- 


gether of Committees who held a conference for the 


purpose of arranging ways and means for carrying 
out the tasks assigned to them. 

At 2:00 p. m., Tuesday, February 17th, the ladies 
met on the Convention floor of the Hotel Sherman 
and went in a body to the Hardware Club of Chicago, 
State and Lake Streets, where an informal afternoon 
They were entertained by the Spanier 
Brooking, violin; F. B. 
An addi- 


was spent. 
Trio, consisting of W. L. 
Spanier, piano, and Day Williams, ‘cello. 
tional feature of the program was in the form of read- 
ings by Miss Margaret Smith. Refreshments were 
served. 

Tuesday afternoon’s session, which began at 2:00 
o'clock, opened with community singing. It was de- 
voted chiefly to the Question Box in charge of E. B. 
Moon, Director of Merchants’ Service Bureau, Orange 
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Leon D. Nish, Re-elected Secretary Illinois Retail Hardware 


Association. 


Judd Farmer. The selling of farm lighting plans was 
discussed by various dealers who were unanimous in 
declaring that there is no reason why the retailer 
should not get this business. The handling of talking 
machines was another question thoroughly thrashed 
out and the gist of opinion was to the effect that it is 
sure to prove gainful provided that only the standard 
makes are carried in stock. Most of the dealers, how- 
ever, were in favor of making a separate department 
in their stores for the sale of talking machines and 
records. 

It was the consensus of the delegates who spoke on 
the question of having in stock a line of glassware and 
crockery ware that these goods constituted a stead) 
source of income and should not be neglected. 

The question of auto accessories received careful 


attention. The majority of those who spoke on the 
subject declared that it was not necessary to carry an 
extensive stock for the reason that the average dealer 
can secure supplies promptly enough to meet the regu 
lar requirements of his trade. 

As in the case of talking machines, the dealers were 


all in favor of carrying only standard brands of aut: 
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mobile tires and truck tires, for the obvious reason that 
such standard brands have behind them the guarantee 
of service and quality of their manufacturers. It was 
brought out in the discussion that the margin of profit 
on tires is only about 15 per cent and that, therefore, 
the Federal Tax of 5 per cent should not be paid by 
the dealer out of his slender profit, but should be added 
to the price at which the tires are sold to the consumer. 

The handling of sprayers was another topic pre- 
sented through the Question Box. It was suggested 
that a good trade can be worked up in hand sprayers 
of various sizes in the cities as well as in fruit dis- 
tricts, because sprayers can be used for many purposes. 
This is a business which the hardware dealer can legiti- 
mately develop to his own benefit. 

Discussion of the queries presented through the 
Question Box was followed by the Sales Demonstra- 
tion in charge of R. L. Sweetman, Armington, Illinois, 
who is a member of the Board of Directors of the [Ili- 
nois Retail Hardware Association. 

The first demonstration was of a vacuum cleaner. 
A young lady from the audience acted as buyer, and 
11. M. Kelly of Waukegan, as demonstrator. Sugges- 
tions and discussions on the demonstration followed. 
J. W. Thrasher, Macomb, Hlinois, Demonstrator, con 
ducted the sales demonstration of flash lights. 

Then came the annual meeting of subscribers at 
Hardware Underwriters, C. T. Woodward, Chairman 
of the Advisory Committee, made the following § re- 
port on behalf of his Comittee : 

Report of Advisory Committee at Hardware Underwriters, 
Elgin, Illinois. 

_ Your Advisory Committee of Subscribers at Hardware 
Underwriters are pleased to report on the year ending De 
cember 31st, 1919. 

The amount of insurance in force is Two Million in- 
crease over one year ago or $%,038,016.80 in force December 
Sist, 1919. 

_ The loss ratio continues to be favorable, the average 
being 17.7 per cent covering the entire period of existence. 
The average on same basis one year ago 214 per cent and 
two years ago 25.4 per cent which would seem to indicate 
hardware stocks were having a favorable record. 

During the past year besides the checking up by our 
regular Auditors, Messrs. Smith, Brodie and Lunsford, we 
have had examinations by Insurance Departments of Indiana 
and Wisconsin and that the examinations were satisfactory 
is evidence that a license was granted by these states. 

In addition to these two states; we are licensed in others 
totaling eighteen states duly licensed. 

In view of the fact that printed statements are issued 
as to the assets and liabilities, we have not covered in the 
report awd referring to the printed statements of December 
31, 1919, vou will note the strength of our institution. 

Since December 31, 1919, additional United States Bonds 
have been bought until now we have $151,000.00 par value 
such bonds. 

Your Committee has approved the payment of $15,305.10 
net losses and other regular disbursements as shown on the 
annual statement, and has approved the $25,000 Surety Bond 
of the Attorney-in-Fact and $5,000 Surety Bond of the 
Countersigning Member. 

Hardware Underwriters is now in a position to take 
care of $10,000.00 in a single risk and give good protection, 
and we hope all the members will submit and place all their 
msurance needs through the office at Elgin, Illinois, as we 
think you owe it to your own institution to thus codperate 

Respectfully submitted, 
C. T. Woopwarp, 
T. J. MaTHEws, 
H. E. Gnaopt, 
Wm. Birret, 
A. E. Marcortr, 
Advisory Committee 


At the conclusion of the report of the Advisory 
Committee, the selection of two subscribers for mem- 
bers of the Advisory Committee resulted in the re- 
lection of T. J. Mathews, and H. E. Gnadt. 


The report of Leon D. Nish, as Secretary of the 
Insurance Organization, disclosed remarkable progress 
both regarding dividends returned to the policy holder 


and surplus reserve. The full text of his report is as 


follows: 


Report of Leon D. Nish, Secretary, at Hardware 
Underwriters, Elgin, Illinois, Delivered to the Annual 
Meeting of Subscribers at Hardware Underwriters 
During Convention of Illinois Retail Hardware 
Association, February 17, 1920, in Hotel 
Sherman, Chicago, Illinois. 


Insurance in whatever form is a method of distribution 
of the burdens of loss. Any method, then, which facilitates 
the distribution of losses is a service to mankind. 

The payment of a premium for insurance is but anticipat 
ing the proportionate share of the losses to come, including 
the proportionate share of the service and management ex- 
pense and, in case of stock company, all above this is profit 
for stockholders for their investment in capital stock while 
in cooperative or mutual insurance, all profits above loss and 
expense belongs to the policy holders. 

Insurance Is a Service. 

The organization of insurance companies is but the 
initial feature of an almost endless chain of service per 
formed in the interest of the policyholder and the rendering 
of this service is recognized as one of the important institu- 
tions of the commercial world. 

The proper standard by which the and 
may be properly apportioned has led to the establishing of 
rating bureaus where are assembled the data necessary to de 
termine the relative hazard of one piece of property as com- 
pared to all property and the “rate” is but the result of much 
i to which the several insurance organiza 


losses expense 


work and service 
tions contribute. 
Hardware Stocks Are Not Extra Hazardous. 

It is to this rate making on hardware stocks that the hard 
ware mutuals have furnished valuable contributions demon 
strating that hardware stocks are not the extra hazardous 
line that rate making bureaus in the old days so listed them, 
hut today hecause of the activities of the hardware mutuals, 
the average rate on hardware stocks is 30 per cent less than 
it was 20 years ago. 

The reduction of rates in the hardware line is partially 
due to the campaign through our Association of reminding 
our members that a risk must not only be morally pure but 
physically pure. No rubbish heaps in the elevator shafts or 
under the back stairway; electric light wires properly in 
stalled; gasolene properly handled. 

To the credit of the insurance organizations must be 
given the propaganda on fire prevention and proper fire fight 
ing equipment and the establishment of testing plants for fire 
resisting materials. 

Profit Above Losses Belongs to Policyholders. 

| have referred to the fact that the profit above losses 
and expenses in stock companies went to the stockholders 
as dividends on their investment in the capital stock of the 
insurance company while in mutual cooperative or inter-in 
surance organizations, the profits belong to the policyholder 
[ will present to you an outline of the inter-insurance plan 
as to how it differs from other methods of cooperative in 
surance such as the mutual plan. 

Hardware Underwriters of Elgin, Illinois, 
on the inter-insurance plan and | am pleased to recite to you 
its history 

Gives History of Hardware Underwriters. 

Beginning in the year 1905, there was a growing demand 
members of the Illinois Retail Ilardware Asso 
ciation that additional coverage of cooperative imsurancee 
should be furnished and Illinois was the logical center tor 
another such organization. This demand of the Illinois hard 
ward men culminated in a 911. that the Board 
of Directors take steps toward organization and 
report at the annual convention in Chicago, February, 1912 

The Board of Directors of the Illinois Retail Hardware 
Association directed an investigation along this line as to 
the total savings made and dividends paid by mutual imsur 
ance organizations and a chart was placed before them show 
ing a typical dividend payment method of a cooperative com 
pany as shown in Exhibit “A” herewith, wherein they noted 
that the average dividends covering twelve years was 
while the actual net earnings was 59 per cent, showing 
19 per cent of the premium income for twelve years 
gone into a General Surplus while in many of those twelve 
years the actual net earnings above all losses and expenses 


is organized 


among the 


request, in 
such an 


S40 
that 
nad 


pol y holder S 


had been twice the dividends returned to the 

This exhibit naturally lead to the question “Does the 
dividend method of cooperative insurance ever return all 
the savings?” and investigation developed the fact that in 
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Exuisit “A.” 






Cooperative Insurance—Two Methods of Returning the Savings to the Policy Holder—The Dividend Method and Hardware 


Underwriters’ 


Comparing the two methods at $100.00 premium, using the twelve year 
record of net earnings of the dividend method Co. 


Below are the Dividends for 
Net Earnings for 12 Years 
of a Dividend Method Company 
Dividends re- Net Earnings 


Method. 


Results by 
Hardware Underwriters 


Year turnedtothe bytheCom- Results by Divi- Savings to Indi- 
Policyholder pany dend Method Savings end vidual Surplus 
j Per Cent Per Cent Dividends of policy year and Reserve 
eer ae 25 68 $25.00 $34.00 $34.00 Surplus and Re- 
RS ee 2%) 49) 25.00 24.50) 24.50 serve an asset of 
ee 25 73 25.00 36.50 36.50 policyholder any 
SR eee 30 52 30.00 26.00 26.00 time he cancels. 
a eee 35 57 35.00 53.00 , 4.00 
Se 40) 58 40.00 58.00 
. Sa . 45 57 45,00 57.00 
eee W) 58 50.00 58.04) 
rr ne WO 68 50.00 68.00 
rere HO 63 50.00 63.00 . 
RR epirer Ww 53 50.00 53.00 
a, Sree ay 56 50.00 6.00 
a ee 4() 59 Tot. $475.00 F5RT.O0 $125.00 = $712.00 
Total Savings to Policyholder 12 Years Hardware Underwriters $712.00 
Total Savings to Policyholder 12 Years Dividend Method Co..... 475.00 
50 Per Cent Difference in Favor of Hardware Underwriters .............. 066 0cee cece ee eees 237.00 
order to maintain the reserve required by law to be main- accorded by the companies to the merchant’s financial 


tained by all insurance companies, whether stock or mutual, 
it was necesary to set aside each year, a portion of the net 
earnings. The next question asked by the Board of Directors 
of the Illinois Retail Hardware Association was, “Is there 
not some plan of handling cooperative insurance whereby 
the lawful reserve may be maintained and yet each policy- 
holder participate in all the net earnings?” 

As a reply to this last question, investigation developed 
the fact that there was a cooperative method quite exten- 
sively used among large insurers known as the Reciprocal 
or Inter-Insurance plan which measured up the answer to 
the Illinois Board’s question of some method whereby the 
policyholder would participate in all the net earnings and 
none lost to him in the general surplus. 

Explains the Inter-Insurance Plan. 

Referring to Exhibit “A,” the right hand side shows 
what would have been the result to the policy holder had 
the Dividend method company distributed its net earnings 
to the policyholder on the inter-insurance plan (Hardware 
Underwriters plan). Using $100.00 as the annual premium 
for comparison, the actual dividends to the policyholder by 
the “Dividend Method” for the twelve years were $475.00 
while if the returns had been made on Hardware Under- 
writers’ plan, the cash return would have been $587.00, and 
also $125.00 to that policyholder’s credit in the individual 
Surplus and Reserve which is an asset to him any time he 
cancels. In other words, the policyholder would have re- 
ceived $712.00 on Hardware Underwriters’ as against what 
he did receive, $475.00, from the “Dividend Method,” or 
$237.00 more or 50 per cent more by Hardware Underwriters’ 
plan than by “Dividend Method.” 

As to the plan of Hardware Underwriters, it provides 
that you deposit the same amount you usually pay as pre- 
mium for stock company insurance, management expense 
and losses are prorated against this deposit and at the end 
of the policy year one-half the savings is sent you in cash 
while the other half of savings is pased to your individual 
Surplus and Reserve account. Each year this is done until 
you have accumulated 125 per cent of your deposit (pre- 
mium) in your individual Surplus and Reserve, then, there- 
after annually, all the savings are sent you in cash and any 
time you cancel, either during the accumulation of your Sur- 
plus and Reserve or after it is all accumulated, the net 
amount to your credit in your individual Surplus and Reserve 
will be sent you in cash. Thus, you participate in all the 
Savings. 

You will be interested in a short sketch of the beginning 
of reciprocal or inter-insurance as used by Hardware Un- 
derwriters. For this sketch, due credit is given to the Hon- 
orable Carey J. Wilson, Insurance Commissioner of Kansas, 
as it is taken from an address made by him before the Na- 
tional Convention of Insurance Commissioners, St. Paul, 
August 30, 1917. 

Origin of Reciprocal Insurance. 

“In 1881 six dry goods merchants were eating luncheon 
at one table in the Merchants’ Club, New York City. The 
conversation turned on the difficulty experienced by all of 
them in obtaining sufficient fire insurance to cover the value 
of their stocks of merchandise, even when policies were ac- 
cepted from companies not financially very strong and, there- 
lore, presumably unable to pay dollar for dollar in case of 
conflagration. Dissatisfaction was also expressed that in 


iormulating rates of premium, little or no consideration was 





strength, commercial record and moral hazard, or to the 
discipline, care, order, and cleanliness maintained in his 
premises, it being unanimously averred that these important 
items, as well as such individual precautions as the mer- 
chant might be voluntarily taking to prevent or extinguish 
a fire, were altogether neglected factors in rate-making. One 
of the merchants present suggested that each of the six firms 
represented by the persons present, should then and there 
undertake to make his firm responsible to each of the five 
others for $2,000.00 indemnity in case of loss by fire to his 
stock of merchandise. This was done and a memorandum 


Re-elected Treasurer Illinois Retail Hardware 


Association. 


Fred Ruhling, 


was signed by each of the six binding $2,000.00 in favor ol 
each of the five others. In this way each of the six re- 
ceived $10,000.00 insurance additional to that which they 
were already carrying in the public companies. Other firms 
learning of this deal, applied to be admitted to it and thus 
was initiated the practice of Inter-Insurance or Reciprocal 
Insurance in the United States.” 

At first the six original firms acted as a committee on 
new accessions, but before long, five of the “subscribers (as 
they were designated) were appointed by the votes 0! all 
to be an advisory committee with power to admit new sub- 
scribers and generally to control the working of the recip- 
rocal transactions. 

From this early gentlemen’s agreement as to conduct 
of management to the present dignified, high type method 
of Reciprocal Insurance are many steps marked by the spirit 
of genuine cooperation and good business sense. 
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It was early demonstrated there must be no joint funds; 
that the agreement to insure each other was several and not 
joint; that it was a physical impossibility for each subscriber 
to sign each policy of insurance as one subscriber when 
signature needed was in Europe buying goods, another in 
the Adirondacks which resulted in each subscriber giving to 
a manager authority to sign for him. Thus, the manager of 
the Reciprocal became the Attorney-in-Fact for all the sub- 
scribers with the limited power of exchanging insurance 
between subscribers and expressly prohibited from having 
any joint funds, capital or stock, but a separate individual 
account shall be kept by the Attorney with each subscriber 
and open to each subscriber’s inspection. 

How Subscriber’s Agreement Is Made. 

That there may be no semblance of a partnership ar- 
rangement, it is stipulated in the “Subscriber’s Agreement” 
which each subscriber signs, that the Attorney-in-Fact shall 
have no power to make any subscriber jointly liable with any 
other’ subscriber. The intent of the Subscriber's Agreement 
is for each subscriber to give the Attorney-in-Fact author- 
ity to exchange insurance for them with other subscribers 
as provided by the Standard Reciprocal Insurance law on 
the statute books of the majority of the States of the United 
States which provides for a definite clean-cut understanding 
for the protection of the subscribers in this cooperative ar- 
rangement. 

Savings Average Fifty Per Cent. 

In order not to “pass the hat” each time a loss occurs, 
an annual deposit is made based on the premium you would 
have to pay annually for the same protection in old line 
companies. This enables prompt payment of losses but is 
not a measure of the cost. The losses are prorated among 
the policyholders as they occur in proportion to the annual 
deposit paid and.at the end of the policy year the difference 
between the apportioned loss and expense and the annual 
deposit are the savings which belong to the policyholder 
which, for the past eight years nave average 50 per cent in 
Hardware Underwriters and at the present time are run- 
ning 55 per cent savings. 

As to comparative stability of Hardware Underwriters, 
| invite your attention to Exhibit “B” herewith: 

Exuisit “B.” 
Comparative Strength of Fire Insurance Concerns—Oct. 1, 1919— 
From Last Official Reports. 
To Policyholders. 
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Compare Net Cash Surplus and Cash Assets per $1,000.00 
at risk of Hardware Underwriters, Elgin, Illinois, with the 
three strongest American Stock Insurance Companies. Note 
the Net Cash Surplus and Cash Assets per $1,000.00 at risk 
in Hardware Underwriters is greater than the best Stock 
Company and much greater than some other well known 
Stock Companies. 

_ Then note the maximum risk of Hardware Underwriters 
if $10,000.00 in any one city block or fire risk, while the 
maximum of Stock Companies is $600,000.00. 

In connection with conflagration hazard, see what a well 
known authority on insurance has to say: 

“Potential Insolvency”—The Conflagration Hazard. 

“For the lack of a better term, the above will serve to 
characterize the position of those fire insurance companies 
which write too much business in areas subject to conflagra 
tion. It is known to all students of conditions that many of 
the companies are following a ‘Gambling’ policy with regard 
to their New York City business, writing in the ‘congested 
district’ an aggregate amount of insurance many times in 
excess not only of their net resources (combined capital and 
surplus) but of their gross assets; and following to a lesser 
extent the same policy in other large cities. Companies are 
not compelled by law to limit the amount which they may 
write in such a conflagration district here or elsewhere; nor 
are they required to report to anyone the amount of their 
liability in these congested areas. Yet this is perhaps the 
most important single factor to be considered in weighing 
the desirability of the policy of any insurance company. It 
1s also conceded to be a most difficult matter to obtain ac 
curate information concerning the position of the various 
Companies on this conflagration question. The Baltimore and 
San Francisco fires showed very clearly that companies are 


apt to write an excessive amount of business in the cities 
where they are domiciled, and in New York City companies 
of other States and countries seem to be following the same 
dangerous course. Sometimes this is done carélesly, and 
sometimes through a deliberate decision to ‘gamble’ present 
profits against the possibility of some future conflagration. 
Companies following the latter course in this city, when 
criticized for doing so, are prone’to say that if there should 
be a great conflagration here (New York) and they should 
be wiped out they would at least be in good company, for 
practically all other companies would be in the same boat.” 

In closing my remarks, | will again quote from the 
Honorable Carey J. Wilson, Insurance Commissioner of 
Kansas: . 

“The plan of exchanging indemnity, or of one insuring 
another, or inter-insurance, or by whatever appellation you 
are pleased to call it, has come to stay. It is an element in 
the business world to be reckoned with. As a factor in the 
commercial transactions of our land it has proven both 
efficient and beneficent. It is an agency through which so- 
ciety is helped to, attain that full measure of happiness for 
which we all strfve and as such is entitled to the same 
solicitous care by the Insurance Commissioner, for its welfare 
and success, that any other plan of loss distribution receives 
at his hands.” 

Tuesday evening the. delegates and their women 
folk were entertained in the Louis XVI Room, Hotel 
Sherman, with an excellent vaudeville program ar- 
ranged by Fred Ruhling, Chairman of the Entertain- 
ment Committee. 

Allan J. Coleman, President of the Hardware Club 
of Chicago, spoke briefly in behalf of his organization 
and offered its hospitality to those in attendance at 
the Convention. He declared that the spirit of the 
Hardware Club of Chicago is one of friendliness and 
that everyone connected with the hardware trade is 
welcomed at all times. He said he wanted the people 
to feel that they were just folks and that when the) 
came to visit the Club they should come with that 
thought in mind so that they might feel perfectly at 
home. 

The 
‘* America.” 
of three or four popular ditties. 

The first number on the program was by “Nims 
and Nims,” They 


varied their number, however, by the violinist playing 


audience then joined in the = singing of 


This was followed by community singing 


a violin and accordcon comedy. 
the Miserere from I] Trovatore. Miss Deyo, vocalist, 
sang a love song and graciously responded to three 
encores. Ben Bernie, singing violinist, began his, part 
of the program by addressing the audience as “ladies 
and Liquor Hunters,” followed by words of sym 
pathy for the latter and apology to the former. 

Mr. Scott further enlivened the evening's entertain 
ment with some side-splitting stories, one of which in 
particular had to do with the involuntary visit of a 
Swedish gentleman from the north side district ot 
Chicago to a baseball game at Cosmiskey lark on the 
south side of Chicago. The story was a scream. [-very 
baseball fan in the audience laughed till the tears rolled 
down his cheeks. 

Jazz music of the jazziest kind of Jazz was served 
to the audience by the “musical maniacs’’—-five player 


whose physical contortions as well as instrumental 


vagaries fully justified the adjective which they em 
ploved to designate themselves on the program 
Wednesday, February 18, 1920. 
A wealth of 
placed at the disposal of the delegates in Wednesday 
\ssociation = 


valuable merchandising lessons was 
sessions of the Illinois Retail Hardware 
After refreshing community singing, the 


morning meeting, which began at 10 o'clock, took uy 


Convention. 
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the discussion of topics through the Question Box 
under the leadership of E. B. Moon, Director of Mer- 
chants’ Service Bureau, Orange Judd Farmer. 
Method of hardware 


and kindred lines were explained in terms of actual 


distribution of implements 
experience, 

\ sales demonstration of automobile tires was given 
by L. 
by Fred Ruhling of Chicago. 

The morning 
John T. 
Adviser, 

At 1:30 p. 
the Cort Theater, Chicago, 
Ladies’ 


W. Sauter of Galesburg, and of aluminum ware 


address 
Illinois, arm 


session closed with an by 


Montgomery of Cambridge, 
Henry County Farm Bureau. 
m., a party was given for the ladies in 
under the direction of the 
Committee. 

Wednesday afternoon's session, which opened at 2 
o'clock, began with pomiecene 4 singing, followed by 
Moon. 


should | 


the Question. Box in charge of E. B. Several 


delegates answered the query, “Why have 
a bookkeeper ?” 

“The New Order, 
National Retail 


His speech was remarkable 


Then came an address, entitled 
by Mathias 


Hardware 


Ludlow, Vice-president 


Association. 
not only far its polished diction but for its construc- 
tive and inspiring optimism. The complete text is 
herewith reproduced: 

Address on “The New Order,” by Mathias Ludlow, 
Vice-President National Retail Hardware Association, 
Delivered February 18, 1920, to the Convention 
of the Illinois Retail Hardware Association, 
Hotel Sherman, Chicago, Illinois. 

Times are changing. We have just emerged from a 
period of drives and started on a period of stampedes 


There is nervousness on all sides and a strong tendency to 
magnify little things into big problems. As I talk to men 


[ find that each one has some particular thing that he 
blames for conditions being as they are and he seems to 
think around that one thing so steadily that he begins to 
believe that unless that one thing is changed, the whole 


country, or at least, his particular line of business is going 
to the dogs. Just one little fear dominating a man’s thought 
makes him a calamity howler. He unconsciously starts 
others and they stampede. 

I take it from your presence here that every one of you 
is connected with a local organization or that you are good 
mixers and meet frequently with other hardware retailers 
from time to time. What is the big thing on the minds of 
the men you meet? I have tried to locate that thing, and 
judging from my experience and talks with some of you I 
feel that it is a fear of impending danger from a proposed 
heavily financed and well organized system of chain stores 
which we have reason to believe will come into competition 
with us. It is that subject which I have chosen to speak 
about on this occasion. 

Finds Great Comfort in Optimism. 


I believe that I can speak along this line because I have 
succeeded fairly well in adopting a spirit of optimism and I 
find that it has been a great comfort to me. I hope I can 
bring comfort and assurance to you if you are in a state 
of mind where you are in need of it. 

Although the war is over it does not mean that we can 
go back to pre-war conditions. That is impossible. We 
today face new conditions, new problems, new obstacles and 
also new opportunities. We are prepared to meet them with 
courage. We believe that they will call out the best that 
is in us, and that the size of the job is not going to dampen 
our ardor in fulfilling our duties as business men, as citi- 
zens of this beloved country, and as believers in world re- 
construction. 


The business and industrial situation today in this coun- 
try, and,.in fact, throughout the world, bristles with uncer- 
tainties. We must all work more intensely. We must add 
to our work those things which we have neglected in the 
past and we must get rid of indifference. We have all been 
guilty of doing things which we should not have done and 
leaving undone things which we ought to have done. 

Chain Store System Competition. 

In the struggle to maintain standards of living against 
high prices we are bound to have greater competition. We 
must prepare for growing competition as a mere matter of 
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business in spite of any great movement on 
individual’ or groups. The best method of 
to be better competitors than ever before. The chain store 
idea presents a two-sided question and because of the 
peculiarities of our business, the diversity of the commodities 
we handle and the experience we have in dealing with the 


the part of 
preparation is 


same people im the same place year in and year out, we have 
the best end of the deal. 

The mail order and chain store institutions have more 
to fear from us than we have to fear from them. They 


thrive only on the inefficiency and indifference of the regular 
dealer who is letting his opportunity slip over to them, in 
many cases wasting his time in grumbling against the chang- 
ing times instead of getting busy and adjusting himself to 
the changes. 

We have nothing against the mail order people or thi 
chain store system except that we believe they are good 
business getters and may get some of that we now enjoy 
They are legitimate business enterprises and to think of 
action against them would be unfair and very wrong as such 
a move would add to the growing evil apparent in some 





Retail 


Mathias Ludlow, Vice-president National Hardware 


Association. 


of the plans for the solution of the national railroad problem 
—of stifling of initiative. 

Instead of trying to think of how to stifle initiative we 
should cultivate it ourselves and increase our influence as 
keen, scientific and worthy competitors. 

Should Not Fear Mail Order Competition. 

In our business we have heard a great deal about mail 
order competition. It has filled some men with fear but 
with all the intensive thought, extensive advertising and 
enterprising methods we are assured by a survey that the 
mail order business has been successful in obtaining a mere 
five per cent of all of the retail business in this country 

We must cease being shopkeepers and must become 
merchants in every sense of the word. We must study our 
business and codperate. To get a line on our own personal 
business we must meet together frequently and eradicate the 


things that are unfair. We must study the whole industry 
just as carefully as we study our own stores and the ter- 
ritory that belongs to them. Surely no combination or great 
institution could ever hope to equal 18,000 retailers banded 
together and representing billions of capital. 

Co-operation Is Retailer’s Strongest Force. 

We are the real salesmen for the manufacturers and 
jobbers. We must get the cooperation of these other 
branches, the producing and distributing branches of our 
trade, and we must work together. Cooperation is the 
strongest word in our language. It is written into our 
national fabric in the motto, “Together We Stand, Divided 
We Fall.” Our Associations, local, state and national, pro- 
vide the means and we should strengthen them. No man 


is opposed to the associations, many may not be members. 


The non-member is guilty of injurious neglect and harmful 
indifference, harmful to himself and the business as a whole. 

The National Association is now offering to you an 
enlarged service. It is tackling conditions in the ner 
in which you should tackle them in your own stores and 
communities. and for the good of the order, you uld 











February 21, 


awaken the interest in association work among your neigh- 
bors who are non-members. 
Benefits of Membership. 

The best merchants are association members. And in all 
this flurry about, chain store competition remember that it is 
fact that the chain store is least successful when it is located 
next door or near to a live merchant. 

In my own city there are many examples of this. A 
small candy store was doing a fair business. Within a few 
feet of it there blossomed forth a chain candy store, a store 
of quality, of bright lights, with a fine window display and 

look of prosperity. The old individual store lost no time 
in absorbing the lesson. It renewed its front, extended its 
windows, hired an illuminating engineer to make them 
bright, shoved its candy to the front, put in new lines to 
compete with the chain store and in five years that indi- 
vidual store has increased its business by many times in 
spite of the big chain store enterprise in the same _ block, 
almost in the same building. It has opened another store 
in a new territory and has launched into the chain store idea 
itself with great profit. 

This was no accident. It was good merchandising, and 
the proof lies in the story of another candy shop and another 
chain store in anofher end of town. Here the chain store 
came, just overflowed from New York nine miles away in 
following the crowd. It opened near an old-established candy 
seller. The latter went down the street, made faces at the 
newcomer and developed a grouch. He became intensive, 
grumbled, and failed to meet the competition and in six 
months he made a compromise with his creditors before a 


referee in bankruptcy 
These are true stories and good object lessons. They 
illustrate the old saying that competition is the life of 


trade 

What are the methods of the mail order and chain store 
systems? Why their success? National advertising is one 
of their chief assets, purchasing power is another. Their 
overhead expense is as great as that of the regular merchant. 

Meet Competition By Increased Advertising. 

You can meet them by increased advertising, increased 
in quality as well as in volume. Better window displays and 
the putting forth of a greater effort to serve your com- 
munity are the methods best adapted to meet these strong 
points. 

There are weak points in the chain store and mail order 
systems. Make these vour strong points. Your advantage 
over your impersonal competitors is your personality, your 
direct contact with the public in all things. Make a friend 
of your community, get its personal interest in your business 
and be a factor in your town. Join your Local Chamber 
of Commerce, point out to your fellow members at every 
opportunity that you are a part of the community, that every 
dollar you take in goes into local hands, into local banks, 
into local taxes, into local charities, and make them see that 
you are a very essential part of the community. 

You have a personality. Assert it. Educate your com- 
munity into the idea that you are not merely a money grabber 
but that you and your business are together dedicated to the 
service of those about you and deserve fair compensation. 

Individually you can do this. You can have a more 
attractive store, you can display goods to best advantage, 
you can plainly mark prices and you can increase the ability 
and alacrity of your selling forces. 


Power of Collective Action. 

Collectively, we.can, through our associations, cooperate 
with manufacturer and jobber and create a better and more 
helpful spirit. The manufacturer can help by establishing 
, Suggested resale prices which we can follow to advantage 

The retailer is not alone in fearing the most recent 
developments of our industry. The manufacturer is also 
threatened with competition. He must depend on us and 
it is to his advantage to codperate. We have to adopt 
higher standards of service and we have to demand of the 
manufacturer higher standards of service and these are ob 
tainable only through our associations which are more neces- 
sary and serviceable than ever before. 

Times are changing. 

Look back, those of you who were in business years 
ago. Think of the things you did and were contented with 
then and compare them with your methods of today. If you 
are successful, if your business is increasing at the same 
tate as your community, you have adopted economies and 


increased efficiency. To keep up with the times now you 
will need greater efficiency and greater economy. 
li a hardware merchant who died twenty years ago 


could be brought back to life and put into his old stand 
today he would not be in business six months unless he 
went to school again to study business methods which have 
advanced so fast that a live one finds it no easy task to 
keep up with the changes. 

Men made money selling hardware years ago without 
any real business records, but they don’t do it any more. 
Old timers have prided themselves that they had goods on 
their shelves which had been there for years, a kind of 
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legacy from their first stock. They don't do that any more, 
they are now busily engaged in giving shelf room to the 
quick sellers that pay the rent and meet the pay roll by 
multiplied turn-over in investment. It is the turn-over that 
increases the chain store and it should be our chief concern. 


Wasteful Methods of Merchandising. 


In considering the chain store we can not help being 
impressed with the manner in which the retail grocery line 
has been taken over by the chain store and we are inclined 
to look for the same thing in the hardware line. I do not 
believe that this fear is well grounded. The grocery line 
attracted men of limited experience who believed that be- 
cause they were familiar with the inside of grocery stores 
and bought a great deal in them, that they knew all about 
them. The grocer to the minds of such men was one who 
bought certain articles of common use at one price and sold 
at an advance and therefore made money. They saved up 
their pennies and launched into the business as soon as they 
had enough capital. They knew nothing about judicious 
credits, cost accounting, or relative cost of delivery service. 
They did business largely because they were good fellows 
and willing to serve. Because of the wasteful methods of 
that time some of them got a living out of it, but the failures 
were very numerous and they ruined the business so that 
the field was practically plowed and fertilized so that the 
chain store plant with its economy and efficiency grew almost 
overnight as soon as it became firmly rooted. 

Yet there were live men in that line, men who kept pace 
with the times, imported goods direct and built up a_busi- 
ness on their personality and real business ability. Two of 
them in my own city are doing better business than they did 
before the chain store came and both have successfully met 


the chain store competition by starting chain stores them- 
selves. 

In the hardware business there have been failures and 
discontinuance of business during recent years. If you 


name a business that has failed I feel safe in saying that 
it was an old firm that tried to do business as business was 
done when the store was established. 
Keep Up With the Times. 
Keep up with the times. Accept the new order as in- 


evitable and adapt yourself to it. That is the necessity of 
the hour. Picture to yourself a chain hardware store in 


your home town. It would be a bright clean looking shop, 
with every possible advantage developed to the greatest 
extent. It would be inviting and would have a system of 


getting every article it handled into the show window where 
the public could see it at least once every few months. It 
would have live, active salesmen ready to serve the customer 


in the least possible time and at least cost to the store. 
It would force its best paying goods to the front at all 
times. 


It would have the same things in the same place at all 
times with prices plainly marked. It would have every article 
on view at all times. It would be a store of character always 
in order and in its best dress for public inspection. 

Is vour store that kind of a store? 

If it is not, make it so, and add to its attractions your 


personality and your community interest. If you do this 
the chain store cannot injure your business. There is a great 
deal of difference between chain stores. Some are more 


successful than others. 

I know of two five-and-ten-cent stores so close together 
that the phonograph pieces in one store disturb the song 
demonstrator in the other. One does twice the business that 
the other one does, because there is live, attractive atmos 
phere and real service in the one while the other lacks those 
things. The successful one has a window dresser who dis 
plays goods while the other has a window full of things 
that look as though they were put in with a pitchfork 

The manager of the successful one belongs to the prin- 
cipal organizations of the city, takes an interest in com 
munity work and studies his field. The other manager be 
longs to nothing and is interested only in holding his job. 


Study the Other Fellow. 


How much do you study the other fellow? How much 
study do you give to the mail order system? Wherein lies 
its even partial success? The only way the mail order house 


can do business in your terrifory is the way it would do 
business with you. Do you study its advertising, do you 
receive its catalogue? That catalogue is an expensive affair, 


studious merchant. 
You 


house 


it makes an interesting text book for the 
You need it in your business and you need to study it. 
should write for a catalogue from every mail order 
doing business in your territory 

By doing so you increase your 
business and incidentally increase the 
order competitor making him less dangerous 


knowledge ol 
overhead of the 


your own 
mail 


Find out what the mail order house is doing, find out 
how it does it and then think out a method of using your 
own brains or the collective force of the association you 


belong to in making that house a weaker competitor or 
yourself a stronger competitor of his than ever before 
Have you a little territory in your own neighborhood 


into which you could extend by using the mails Possibly 
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you can profitably do a little mail order business of your 
own. 

Up in one of those New England villages where every- 
body is neighborly and the general storekeeper tries to make 
a living out of people’ who have soap clubs and premium 
parties with the same regularity as they go to church, there 
was an old man who became the possessor of a store quite 
by accident. Along in the winter as spring was approach- 
ing he counted the neighbors who would be in the market 
for screen doors, and found quite a number of them. He 
found he had three in stock and then he looked into the 
bright new mail order catalogue that had just come in. He 
found that the mail order house was selling the screen doors 
cheaper than he could buy them from the manufacturer 
who was in his state and who hoped to do business with him. 

Now this old man was a good neighbor so he began to 
tell his customers as they came in that if they wanted 
screen doors that they could buy them cheaper from a west- 
ern mail order house than he could buy them for resale 
from the nearest manufacturer. They all ordered screen 
doors by mail and when a traveling man called on the old 
fellow asking for an order for screen doors he was told 
that there was nothing doing. The old fellow showed him 
a screen door which he had bought by mail as a sample to 
show the neighbors what they could get by mail cheaper 
than he could buy with a trade discount. The salesman 
recognized his qwn company’s door and tried to show the 
accidental merchant where he was a poor business man. The 
store keeper called in the school teacher to referee the argu- 
ment and the result was that the teacher wrote about the 
whole thing in the county newspaper and it was copied all 
over the state in the rural press, and then, the manufacturer 
sold no more screen doors to the mail order house to use 
in beating him out of business in his own territory. 

Serving the Community. 

Now that old fellow had the essence of good business. 
He served his community, earned the respect of his cus- 
tomers who had to admit that he was honest and an asset 
to the community, and he made a success of his business 
against a mail order competition that the town and city man 
cannot imagine anything about. 

He gained the good will of his territory and good will 
is a substantial and paying asset which can be acquired 
better by the individual than by the mail order house or the 
chain store which very frequently changes its managers and 
anyway has to follow a business policy just as a trolley car 
runs on a track. ; 

There is a good comparison. The trolley car represents 
the chain store, the automobile represents the individual 
store and there is just as much reason for an individual 
store beating out the chain competition as there is for the 
auto to beat out the trolley car. 

It all depends on the short cuts you take, the bad roads 
you avoid and the care with which you proceed so as to 
avoid accidents. 

l‘ollowing the encouraging and instructive address 
of Mathias Ludlow, two sales demonstrations were 
given—one on coaster wagons by a volunteer from 
the audience and the other on oil stoves by EK. R. 
Sheuey of Villa Grove, Illinois. 

Wednesday evening a reception and informal dance 
took place in the Louis XVI Room of Hotel Sher- 
man, beginning at g o'clock and ending at midnight. 
To use a familiar phrase, everybody had a good time. 
Judging from the youthful zest with which the dele- 
gates and their ladies danced, there are no folk past 
thirty years of age in the Illinois Retail Hardware 
Association. 

Thursday, February 19, 1920. 
With exception of an address by Professor M. H. 


Hoffman, Agricultural Engineer, Ames, Iowa, the 
forenoon session of Thursday, February 19, 1920, 
was employed in topics presented through the Ques- 
tion Box—in charge of E. B. Moon—and sales dem- 
onstrations. The selling of gasolene engines was 
demonstrated by Harry Ryan of New Holland, Illi- 
nois, and of tank heaters by E. E. Voorhees of Blan- 
densville, Illinois. 


Thursday afternoon, the ladies met on the Con- 


vention floor at 1 o’clock and formed a theater party 
and journeyed by busses through Lincoln Park to 
Riviera Theater. 
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At 2 o'clock an executive session of the Conven- 
tion was held, beginning with community singing, 
Under the clever management of E. B. Moon, the 
Question Box was used to discuss the highly impor- 
tant topic of “Cash or Credit.” 

Practical salesmanship formed the subject of an 
address by J. M. Campbell, President National Retail 
Hardware Association. He told the dealers that they 
owed a lot to their community and should not look at 
their businesses from a selfish point alone, but should 





J. M. Campbell, President National Retail Hardware 
Association. 


also plan and aid the werk of bettering their towns 


and the communities in which they lived. He said 
that a selfish man could not succeed. 

Stores should also have a business policy to su 
ceed. The work of the business should be planned 
out in advance and should not be run along on a hit 
or miss policy. 

A. store spirit should also be cultivated. The idea 
should be instilled into the minds of the clerks that 
they are a part of the store and on their work, to a 
big extent, hinges the success of the establishment 
The proprietor of a hardware store should call hiss 
clerks into his office every week or so and talk over 
each situation that affects the store with them. In 
that way the hired help take an interest and feel that 
they are a part of the business. Also, according to 
Mr. Campbell, a store should have standing in a com- 
munity. This standing can be secured by honest and 
courteous dealings. 

At the conclusion of Mr. Campbell’s address, re- 
ports were made by the various committees of the 
convention, followed by election of officers for the 
ensuing term. The members chosen to conduct 
affairs of the Retail Hardware Association 
and the offices to which they were elected are given 


the 


Illinois 


herewith: 
President: Horpart R. Beatrry, Clinton; 
Vice-president : E. E. Vooruees, Blandensvil'e ; 
Treasurer: Frep RUHLING, Chicago; 
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Secretary: Leon D. Nisu, Elgin; 

Assistant Secretary: R. Y. WALLAcr, Elgin; 

Field Secretary: F. W. Decker. 

Board of Directors— 

R. L. SweerNaM, Armington, 1921 ; 

Ep. L. DowiinG, Danville, 1921 ; 

Ep. Meier, Chicago, 1922; 

J. F. Deutn, Forreston, 1922; 

Tuomas Burke, Kankakee, 1923; 

Bb. J. Hawkins, Chicago, 1923. 

Six delegates were selected to represent the Asso- 
ciation in the National Hardware Congress at Buffalo. 
New York, June 22, 23, 24, and 25, 1920, as follows: 

mR. h. 

Ep. 1. Dowiinc, Danville: 

kp. Merer, Chicago; 

}. fF. Deuru, Forreston; 


FRANK Bunt, Waukegon; 


SWEETNAM, Armington ; 


B. J. HAwkINs, Chicago. 

(ne of the exhibits which attracted much notice 
during the Convention was a display of the seal of the 
State of Illinois by the Simmons Hardware Company 


of St. Louis, Missouri. It was constructed of 1,532 


pieces of hardware, made of the following articles: 

Ring Around Seal 
Wrenches. 
Aluminum Letters 
Drugget Pins. 

The lagle- 
sody-—Tea Spons, 
Head—Pen Points. 
Neck—Spinner Spoons. 


Zutcher Knives, Table Knives. 


Bill—Linoleum Knife, Divider. 
*Eye—Round Head Screw, Washer, Harness Ring 
Feet—Wrapping Twine, Sheet Brass. 
Wings—Tea Spoons, Table Knives, Spatula. 
Shield—Keyhole Escutcheons, Safety Chain, Sheet 
Copper, Blind Staples, Brass Butts, Escutcheon 
Pins. 
Ribbon- 
Rubber Packing. 
\luminum Letters 
Vater 
Jack Chain. 
yun 
Saw Blades. 
Meat Cutter Plate. 
Plants 
Picture Wire. 
(Vass 
Double Pointed Tacks. 
Rock- - 


Sand Paper. 
House Numbers. 


the Convention, numbered 


were distributed to the delegates to be dropped in a 


Each day of coupons 
box conveniently placed near the entrance of the as- 
sembly hall. At the end of the day, six of the coupons 
thus deposited were chosen at random for the final 
drawing at the close of the last session. As a result 
of the drawing thus held, the Griggsville Hardware 
Company, Griggsville, Illinois, was declared to be 
the winner of the reproduction in hardware of the 
State Sea! of Illinois. 
CONVENTIONALITIES. 

\. T. Williams of the Wise Furnace Company, 
\kron, Ohio, was on hand to shake hands with his 
many friends in Illinois. 

Joe Story and T. F. Moore, representing the L. J. 
Mueller Furnace Company of Milwaukee, Wisconsin, 
were seen in the corridors of the Sherman Hotel. 

The Excelsior Steel and Furnace Company of Chi- 
cago, Illinois, had a pipeless furnace on exhibition as 


in 


well as their furnace pipe and a number of their spe- 
cialties and were ably represented by C. E. Glessner, 
Arthur N. Glessner, R. W. Menk, J. B. Brooks and 
C. L. Burch. 

Representing the E. C. Atkins Company, Incor- 
porated, Indianapolis, Indiana, was William Knight. 
Charles Row!son and Bruce Nelson. These gentle- 
men answered many questions pertaining to the prod- 
ucts made by the company they represented. 

The Globe Stove and Range Company of Kokomo, 
Indiana, had an interesting exhibit in Parlor M of the 
Hotel Sherman of Chicago at the Illinois Retail Hard- 
ware Dealers’ Association. They showed one of their 
Globe Pipeless Furnaces, the fire pot section including 
the wrate of one and an enameled range. They dis- 
tributed interesting printed matter describing their 
different products. They were represented by Fred 
M. Ruddell, John Chas. R. Curlee, 


and (3, W. Beale, Sales Manager in western Indiana, 


Belschwender, 


and |. H. Cyrus. They distributed very handsome 
leather bound memorandum books which were much 
sought after. 

The Germer Stove Company, of Erie, l’ennsylvania, 
and Chicago, Illinois, had an exhibit showing their 
well known Radiant Home Warm Air Heater. The 
exhibit was in charge of H. D. Bell and I’. Hummel. 

The Simonds Saw Company, of Fitchburg, Massa 
chusetts, and Chicago, Illinois, had a very interesting 
exhibit of their saws. and specialties, and the exhibit 
was in charge of C. Ff. Sader and W. J. McLean. 

The Central Heating and Supply Company, of Chi 
cago, Illinois, were on hand and greeted their many 
friends. They had a very fine display of their many 
products hand'ed by them and showed one of their 
new Premier Pipeless Warm Air Heaters, and some of 
The 
charge of their Tom [earson, |. H. (Harvey) Manny, 


and William Hanley. 


The Meyer l-urnace Company of Peoria, Illinois 


Lamneck’s Furnace Fittings exhibit was in 


showed their well known Weir Warm Air Heaters and 
their interesting exhibit was in charge of R. FE. Walker 
end 1... M. Baugh. 

The Stanley Works had one of their interesting ex 
lLibits and their wants were looked after by their Harry 
Libe. D. J. Smith and TH. FE 


Hart and Cooley Company, of New Britain, Con 


Jackson 


necticut, and Chicago, Illinois, were as usual on the 
job and were well represented by their R. W. Blanch- 
ard. 

The Rehm Hardware Company of Chicago, Illinois, 
had an exhibit of their specialties which were looked 
arth, J. A. Mairer, R. A. Barth 

The their 


after by their C. G. 
W. C, 
pocket flashlights. 
The Caloric Warm 
Stove Company of Cincinnati, Ohio, was on hand with 


and Schulze gave away one of 


\ir Heater, made by the Monitor 


one of their well-known warm air heaters, and their 


Mr. J. 


}rinted matter and helps for selling to the retail trade 


I’. Weiss was busy handing out some of their 


J. 1H. Bannon was on hand looking after the interest 
of the Michigan Washing Machine Company, Muske 
gon, Michigan. 

The Cicero-Chicago Corrugating Company had some 
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of their specialties on hand and were represented by 
FE. A. Robertson, W. F. Waller and A. C. Siersma. 

Armstrong Brothers Tool Company, Chicago, IlIli- 
ois, showed a number of their assorted wrenches. 

\. C. Ohlendorf, of the Wilmette (Illinois) Tool 
Company, showed a number of their small clamps, and 
was busy explaining the merits of his specialties. 

R. E. Dietz Company, of New York City, were 
passing out souvenir ash receivers and their J. M. 
Kalter and W. L. Hochschild were busy waiting upon 
their many friends. 

George M. Clark and Company occupied Parlor 105 
and showed a number of varieties of their new models 
of gasolene and oil burning stoves and their exhibit 
was in charge of John C. Buckley. . 

The Ouick Meal Stove Company, Division of Amer- 
ican Stove Company, St. Louis, Missouri, occupied 
Parlor 106 and their interests were looked out for by 
their Mr. C. C. Wood. 

The Dangler Stove 
were well represented by their A. Polachek. 

George L. Rose represented the Wise Furnace Com- 
pany, of Akron, Ohio, and shook hands with his many 


Company, of Cleveland, Ohio, 


Illinois friends. 

Among the visitors were: J. 
dent of the National Retail Hardware Association ; 
Carl N. Jacobs, Assistant Secretary of the Hardware 
Dealers’ Mutual Fire Insurance Company, and the 
Hardware Mutual Casualty Company, Stevens Point, 
Wisconsin. 

Among the visitors attending upon the Convention 
of the Illinois Retail Hardware Association in Chicago 
this week are Mathias Ludlow, Newark, New Jersey; 
P. J. Jacobs, Stevens Point, Wisconsin, and FE. M. 


Healey of Dubuque, Iowa. 
———__-—_-—-0-o 


PUBLISHES PROGRAM OF THE 
HARDWARE CONVENTION. 


M. Campbell, Presi- 


OHIO 


Methods for increasing business in spite of the 
industrial unrest and other handicaps will constitute 
the central topic of the Twenty-sixth Annual Conven- 
tion of the Ohio Hardware Association, to be held 
February 24, 25, 26, and 27, 1920, in the Assembly 
Room of Gibson Hotel, Cincinnati, Ohio. The pro- 
gram is as follows: 

Program of Twenty-Sixth Annual Convention of Ohio 
Hardware Association, to Be Held February 24, 25, 
26, and 27, 1920, in Gibson Hotel, Cincinnati, 

Ohio. 


Tuesday, February 24, 1920. 


9 a.m. until 12:30 p.m. Reception of Members at Head- 
quarters, Gibson Hotel, Registration, Distribution of Badges 
and Tickets for the Various Entertainment Features of the 
Program, and Opening of the Hardware Show in Music 
Hall. 

2 p. m. until 4:00 p. m. Meeting for all members in 
Music Hall Auditorium. Ladies are especially invited to this 
meeting. Exhibit hall will be closed from 2 p. m. until 4 
p. m. 
Convention will open with singing by entire assemblage 
under direction of Will L. Reeves, Community Song Leader 
of Cincinnati. 

Convention called to order by President Lammers, Cin- 
cinnati. 

Invocation by W. P. Bogardus, Mt. Vernon. 

Welcome address to members by Hon. John ‘Galvin, 
Mayor, Cincinnati. 

Response by President Lammers. 

Welcome address to the Ladies by Miss Alice L. Engle- 
hart, President Cincinnati Business Women’s Club. 
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Singing by entire assemblage. 

Welcome address to Traveling members by Warren J. 
Heldman, President Cincinnati Traveling Men’s Association. 

Welcome address to Exhibitors by Willidm B. Melish, 
Chairman, Convention and Publicity Committee, Chamber 
of Commerce, Cincinnati. 

Adjournment and reconvened into Executive Session for 
the report of the committee on Nominations. Members will 
not leave the hall. 

Gibson Hotel, Assembly Room. 

7:30 p. m. Open meeting for all members. 

Meeting will open with singing by entire assemblage. 

Address—“Industrial Unrest and its Effect Upon the 
Distribution of Goods,” Charles W. Asbury, President En- 
terprise Manufacturing Company, Philadelphia, Pennsylvania 

Address—“Facing the Facts of the Nation’s Needs,” 
Orrin Lester, Associate Director of Savings Division, Treas- 
ury Department, Washington, D. C. 

During this session, the ladies will be entertained by the 
Local Committee. See Ladies’ Special Program. 

Wednesday, February 25, 1920. 
Assembly Room, Gibson Hotel. 

9 a. m. until 12:30 p. m. Executive Session. 
tatives of Trade Press admitted to all Sessions. 
opened with singing. 

“Question Box.” 

“How Can I Increase My Business?” Discussion led by 
one of our members, Mr. Rufus Andrews, Central Hardwar: 
and Stove Company, Akron. 

President’s Address. 

Report of the Secretary. 

Report of the Treasurer. 

Report of Secretary of Insurance. 

Election of Directors of Insurance. 

Report of Legislative Committee. 

Address—“The Changing Order,” R. W. Hatcher, Mil 
ledgeville, Georgia, Director of the National Association. 

During this Session, members will vote for officers. 

9 a. m. until 6 p. m. Hardware Show at Music 
Members will compete for prizes given for buying 
exhibitors. 

Ladies will please see Ladies’ Special Program 
tertainment for Wednesday. 

Smoker and Entertainment for 
Gibson Hotel. 


Represen 
Convention 


Hall. 


from 
for En- 


Members, Ball Room, 


Thursday, February 26, 1920. 
Business Session, Gibson Hotel. 
9a. m. until 12:30 p. m. Convention opened with sing 
ing. 
“Question Box.” 
“Store Arrangement and System of’ Handling Stock.” 
Discussion led by Albert Zettler, Vice-president, Co 
lumbus. 


Address—*“Tools.” Horace Disston, Henry Disston & 
Sons, Philadelphia, Pennsylvania. 
Address—“Existing Conditions in the Nail and Wire 


Markets,” Henry A. Squibbs, Assistant Manager, Fence De 
partment, American Steel and Wire Company, Chicago, IIli- 
nois. 

“Question Box.” 

“How can | make an Automobile Accessory Department 
Pay?” A. H. Vayo, Sales Manager, Eclipse Manufacturing 
Company, Indianapolis, Indiana. 

9 a. m. until 6 p. m.—Hardware Show, Memorial Hall; 
members will compete for prizes for buying. 

& p.m. Annual Theater Party, Keith’s Theater, for all 
members and ladies. 

Thursday is given up to the ladies for shopping and visit 


‘to Exhibit Hall. 


Friday, February 27, 1920. 
Hotel. 
Convention opened with singing 


Susiness Session, Gibson 
9 a. m. until 10:30 a. m. 
“Question Box.” 
“Methods of Distribution.” 
Discussion led by Secretary, James B. Carson. 
R. A. Peterson will talk on “You and Your Business.’ 
Discussion of Miscellaneous Questions. 
Report of Committees. 
Unfinished Business. 
New Business. 





“e+ - 


GAIN KNOWLEDGE OF COMMODITIES. 


Get the story back of the commodity you sell. It 
will bring you into touch with vital visions and bust- 
ness dreams. Thereby you will gain more from your 


work. It will not be a mechanical act, but a living. 


useful function in the necessary activity of social in- 
tercourse. 
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Convention of Minnesota Hardware Dealers Takes 
Up Questions of Better Business Methods. 








Undeniably the difficulties which beset the hardware 
merchant of today are without parallel in the history 
Production of commodities is 
Transporta- 


of modern business. 
far behind the demands of consumers. 
tion and delivery are erratic and unreliable. Prices 
are shifting from day to day in such bewildering fash- 
ion that it is practically impossible to keep pace with 
their vagaries. Coupled with the shortage of supplies 
is the increased cost of labor, rent, taxes, and general 
difficulties 
the ‘chain 
Beyond 


overhead expenses. In some localities the 
are further complicated by competition of 
store system and collective buying clubs. 
the individual merchant 
the 


without the advice, assistance, and cooperation of his 


can not successfully 


him 


doubt, 


overcome obstacles which thus surround 


fellow retailers. He needs more efficient methods of 
management, better and more accurate ways for de- 
termining the cost of doing business, and more effec- 
tive agencies for increasing the daily volume of sales. 
For this purpose collective study and investigation of 
the problems and organized exchange of ideas and 
experiences are essential. That these very desirable 
means of conquering the many difficulties referred to 
are rendered abundantly available through organiza- 
annual convention 


tion was clearly evidenced by the 


of the Minnesota Retail Hardware Association, held 
February 17, 18, 19, and 20, 1920, in St. Paul Audi- 
torium, St. Paul, Minnesota. 
Tuesday, February 17, 1920. 
\ meeting of the Executive Board of the Minne 


sota Retail Hardware Association took place at 10 
o'clock Tuesday morning, February 17, 1920, in prep- 


aration for the work of the Convention. 


The first session of the Convention began in the 


Convention Hall of St. Paul Auditorium at 2 o'clock 
in the afternoon of Tuesday with the singing by the 
assembly of “America.” After a short invocation, 


Association delivered 
Its complete 


F. J. Thielman, President of the 


his annual message to the delegates. 
text is as follows: 

Address of F. J. Thielman. President of Minnesota Retail 
Hardware Association to the Twenty-fourth Annual 
Convention of That Organization, February 17, 
1920, in St. Paul Auditorium, St, Paul, 
Minnesota. 


I welcome you to the Twenty-fourth Annual Convention 


and Hardware Exposition and sincerely hope that your 
sojourn may not only prove exceedingly pleasant but equally 
profitable. 


When the pages of history have been written as to the 
activities in Association work during the year of nineteen 
hundred and nineteen the accomplishments of dur organiza 
tion will be found to have taken a leading part. The men 
who laid the foundation and corner-stone of this great insti- 
tution for the betterment of our conditions a quarter of a 
century ago, injected in its veins the germs of strength and 
Vitality which have served their purpose well. The untiring 
efforts of these men, the giving of their time, their business 
experience, good judgment and above all, the implicit confi- 
ence and cooperation the members have given them and 
their successors, are to no small degree responsible for the 
success of the Minnesota Association, which is at the present 
time, the largest in membership and heads the list in service 


rendered of any of the state organizations. As the previous 
year was without precedent in the world’s history, due to 
activities in connection with the great conflict across the 
water, so has the year just closed been equally important in 
reconstruction work. The great war has left us with a lot 
of conditions such as we have never faced before. Some 
of these problems are merely local, while others have a 
national bearing. Others again have no bounds and have 
affected the whole civilized world. 
Cooperation Will Solve Difficulties. 


Of these perplexing questions some will appear paramount 
while others can be gradually corrected by cooperation and 
the right kind of legislation. This brings us all face to face 
with a duty which we as Americans can not and have no 
desire to shirk. It is not only our duty as hardware men to 
serve our communities in an efficient and economical manner, 
but it also becomes an obligation as good citizens to take 
an active part in the social and political affairs of our re- 
spective localities. In these days of radicalism, |. W. W.-ism 








President Minnesota Retail Hardware 


Association. 


Thielman, 


to curb, as far 
menaces by our influence in 
time is at hand 

so to speak, 
ruarded, This 


and other extreme ideas, it becomes our dut 
as possible, these non-American 
the community in which we reside. The 
when business men must take a hand in politics 


in order that their own interests may be safeg 


does not necessarily mean that we must be candidates for 
office or that we should subordinate our business affairs to 
civic matters. does mean, however, that we should inte 


extent of thorough information as to 
level-headedness of candidates pro 
It means that if men 


est ourselves to the 
the policy, ability and 
posed for important positions of trust 
of the right caliber are not presented it should become our 
duty to see that competent men file as candidates. We ask 
no favors nor do we demand any special privileges, but we 
should see to it that men selected to serve and represent us 
should be possessed of at least ordinary intelligence and 
common law of business. It. therefore, behooves us to see 
that efficient candidates are selected or take the 

Review Events of Past Year. 


consequences 


As a part of the great National Organization of har 
ware men our influence as a whole should be an extremely 
important factor in the molding of public opinion and thus 


help better conditions generally. Only a short time ago, we 
celebrated the first anniversary of the signing of the Armi 
stice. Let us go back for a moment and review the past 
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year. Immediately following the signing of this first step 
toward the settlement of our differences with the Central 
Powers pessimism was rampant everywhere. The best of 
authorities could see nothing but a darkened sky. The gen- 
eral opinion prevailed that a demoralization of prices would 
follow in its wake. While shelves and bins were low and 
on many items bare, with a tendency on the part of buyers 
to buy only for immediate requirements anticipating that the 
unexpected might happen, thus causing material losses, the 
very reverse has happened. It was several months after 
the signing of this memorial document, however, before the 
atmosphere cleared and as the sun appeared this pessimistic 
condition was forced to make way to optimism which 
became in evidence everywhere. What caused this right- 
about manifestation? First, the scarcity of peace-time goods ; 
second, the scarcity of raw materials; third, scarcity of ex- 
perienced help; fourth, the difficulty of manufacturers shift- 
ing from a war-time to a peace basis; fifth, the high prices 
of material on hand; sixth, the cost of living conditions being 
so high that the lowering of the wage scale was out of ques- 
tion, and, lastly, the greatest purchasing power that we have 
ever known, caused by the bumper crop of 1918 and other 
high values. These elements were manifest during the entire 
year of 1919 and are still with us at the present time, con- 
stantly developing higher values. 
Asks About Prospects. 

The question now confronting us is what has the future in 
store for us? When and where can we look for relief? The 
weneral impression of buyers:‘and others close to the situation 
is that it is not so much a matter of price as the ability to 
get the goods to supply the ever-increasing demand. The new 
elements which have arisen on the horizon of the last quarter 
of the year just passed do not give us much comfort for the 
reason that labor is demanding shorter hours with more pay; 
the shortening of production caused by the steel strike; the 
closing of many industries on account of the coal situation, 
thus retarding production with the natural result of higher 
costs. : 

The material reduction caused by the depreciation of for- 
eign exchange might relieve the situation to some extent.. We 
read in “The Annalist” of New York that we are producing 
at a tremendous pace and can not hope to consume all we 
produce. We have expanded our structures to accommodate 
the world. If the world can not accommodate itself to this 
condition, because of lack of credits, our structures will very 
shortly over-produce and then as a most natural consequence 
prices will soon assume a more normal condition. That there 
is a shortage of merchandise is in evidence everywhere. How 
long before this gap is filled up is a matter purely of time 
and conditions. 

Mentions Helos Toward Better Business. 

In this reconstruction period let us not overlook the 
things that will help us to solve the problems pertaining 
thereto. The business that is well fortified should be abund- 
antly able to meet the situation. The most essential things 
are these: A thorough and complete system of accounting ; 
good judgment in the extension of credits; a careful super- 
vision over collections, anticipation of wants and conservative 
buying; cooperative buying where quantity makes the price; 
friendly relations with our competitors; an organized local 
credit bureau; a profit on every article leaving your store. thus 
enabling you to set aside a reasonable reserve or undivided 
profit fund for the discount of bills and other emergencies, 
including taxes, losses on bad accounts, losses on market 
declines, etc. These important matters, if properly safe- 
guarded, will insure the weathering of the severest storm 
With all this, bear in mind that good credit is your greatest 
asset and should not be sacrificed at any cost. 

Emphasizes Importance of Service. 

The importance of Service forms the very keystone of the 
fruitful results of our association. The Service Department 
has at all times one aim in view and that is exactly what the 
word implies. We have lately added a Legal Department 
which gives promise to be one of the most valuable features 
and it is at your command at all times. This department 
will be found filled to overflowing with just the information 
vou may be seeking and we want you to use the “Service 
Man” freely. The more you command this tireless fellow 
the more dividends your membership will pay you. 

Makes Suggestions to Resolutions Committee. 

| desire at this time to call the attention of the Resolu- 
tion Committee to the following thoughts for their consid- 
eration: 

The American Legion: the Rabcock Good Roads Amend- 


ment; the Pittsburgh-Plus-Base: Government Ownership of 
Railways: the discrimination of manufacturers against the 
retatler:; the decimal system of hardware pricing. 


The American Legion. 
_ The American Legion is the one organization that is best 
fitted to cope with the Radicalism being spread by enemies 


in an atte~pt to overthrow our great government. Every 
endorsesent of this magnificent soldier organization gives to 
it added «treneth and support to handle these problems in 


which ever 


\-rerican is so vitally interested, 





Familiarize yourself with Amendment Number 1, known 
as the Babcock Flan. There is no one thing that will lend more 
to the advancement of your business than the passage of this 
amendment. Be in position to explain this bill to those who 
are not familiar with its importance. 

The Pittsburgh-Plus-Base is so familiar to us all that it 
does not need explanation. All we can do is to fight against 
this unjust privilege, and fight hard. 

Against Government Ownership of Railways. 

Carriage conditions have, | believe, never been so tardy 
and unsatisfactory in all the history of modern merchandising 
as they have been under Government Ownership and [| feel 
confident that every member of this organization will share 
with me in this opinion. The return of the railroads to their 
original owners should be favorably considered. 

The discrimination of certain manufacturers against us 
is a subject that needs a thorough cleansing. The National 

sulletin has been very active in its endeavor to stamp out 
this unfair practice, but much hard work is yet to be done in 
order to remedy this handicap. 
Decimal System of Pricing Hardware. 

The Decimal System of hardware pricing is an important 
one and | predict the time when it will be in use generally. 
The subject was taken up at length at the last meeting of the 
National Organization of Manufacturers and Jobbers. 

Please permit me here to urge your attendance at all of 
the convention sessions. There will be subjects of unusual 
interest at every meeting and one missed will in all proba- 
bility be just the one you needed most. I also ask that you 
be on hand promptly so as not to disturb the meeting by 
coming in late. 

Visit the Exposition Hall. The exhibitors have sent their 
best representatives here to greet you. They are all men who 
know their lines and understand conditions. They are here 
for your exclusive benefit. Don't miss this opportunity 
Make your visit with them worth something to you. 

If you have not bought all of your spring goods, place 
your orders with these representatives while here. Some of 
them have traveled halfway across the continent to be with 
us and a little business will show your good will and prove a 
source of much gratification to the exhibitors. 

In conclusion [ desire to express my sincere appreciation 
for the hearty, painstaking and efficient cooperation given me 
during my tenure of office by our secretary and his official 
staff. It has been an inspiration and source of keen pleasure. 
It will always be a pleasant recollection to have been associ- 
ated with them in carrying on the work in which we are 
engaged. 

The job is a big one and one must of necessity be in 
close touch with this official to know and appreciate what a 
great responsibility rests on him. 

Thanks for Cooperation of Officers. 

| wish to extend my sincere thanks to the Executive 
Board for their cooperation in helping make the last year one 
of the best we have ever had, and I want to express m) 
appreciation to the members for the splendid attendance at 
this the opening meeting and ask you at this time for your 
cooperation and expression on all questions that may come 
up for your consideration during this convention. Gentlemen, 
we are off—‘Let’s make it a good one.” 


After President Thielman’s address came the ap 
pointment of committees and some announcements, 
followed by the annual meeting of the Minnesota Re- 
The 
program of this meeting consisted of an address by 
President of the Minnesota Re- 


tail Hardware Mutual Fire Insurance Company. 


Charles I. Ladner, 
tail Hardware Fire Insurance Company; annual re- 
port of its Secretary, Thomas G. McCracken ; annua! 
report of its Treasurer, Henry Hauser: and remarks 
by visiting insurance secretaries. Excelent use was 
made of the Question Box for the discussion of mat 
ters pertaining to hardware insurance. 
Wednesday, February 18, 1920. 

Wednesday morning's session was an open mecting. 
the first part of which was occupied with various re- 
ports. Ngtional Delegate E. P. Babcock gave an ac- 
count of his attendance at the 1919 convention of the 
H. C. [lertz. 


\ .Sso- 


National Retail Hardware Association. 
Treasurer of the Minnesota Retail Hardware 
ciation, told the condition of the funds of the organ- 
ization and made 
creasing the income of the Association. 

Remarkable for the terse, vigorous sentences in 


several recommendations for 1m 
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which it was phrased no less than for the clarity of 
its reasoning was the annual report of H. O. Roberts, 
Secretary of the Minnesota Retail Hardware Asso- 
ciation. It is herewith appended in full: 
Annual Report of H. O. Roberts, Secretary Minnesota 
Retail Hardware Association, Delivered February 18, 
* 1920, to the Convention of That Organization 
Held in St. Paul Auditorium, St. 
Paul, Minnesota. 


Reconstruction is the name adopted for our 1920 Hard- 
ware Convention. 

The war got the people of this earth going so rapidly 
that it was almost like an airplane moving across the field 
for a flight and November 11, 1918, was the point when it 
left the earth. Since that time we have been up in the air. 

When we will be able to land is still a problem. The kind of a 
landing we will be able to make is also a very serious con- 
_ sideration. It ts a grave question as to who is running the 
machine. 

It looks to some that Capital has the wheel. Others 
think Labor, many say Politics, others say it is a Socialist. 

We have been going so fast and the machine creating 
such a confusion and noise that it is mighty difficult to think 





H. O. Roberts, Re-elected Secretary Minnesota Retail Hardware 

Association. 
straight. At any rate we can only really begin to recon 
struct when we do land. 

The longer we stay up in the air and the higher we 
go, the harder we will fall when we do start down. There 
is no general opinion in the minds of men that the fall is 
going to kill every kind of business. Reconstruction meats 
to begin again. The question ther is, “What have we to 
begin with?” 

Never was there so much wealth in any one country in 
the history of the world as we have in the United States. 

Opportunities Are Greatest in History. 

The United States has the greatest opportunity any 
country ever had placed in its hands. 

We have formed some habits and developed some ten- 
dencies that need the attention of our wisest heads and most 
careful thinking. 

This is what men mean when they talk about reconstruc- 
tion. Reconstruction will not be complete when the coal and 
steel strike is settled, or when the League of Nations is 
signed, or when the reason for the high cost of living is 
discovered. 

It must begin with individuals, making them better men 
than in the past. Towns must be better, and our country a 
better place to live and to do business. We must also re- 
member that because a man is good does not carry with 
it the fact that he is capable. Men may be good who are 
not able successfully to manage a retail hardware business. 

Men who are the most careful students of commerce 
Say that we need more men educated for their work. Re- 
tail men today need to spend more time studying methods 
than salesmanship. 

The day has come under this’ readjustment when not 


only the consumer but the future of our country is demand- 
ing that we have in all commercial lines men with high 
ideals of right, also men with a foundation of knowledge, 
knowing the fundamental principles on which business is 
standing. 

The retail merchant that expects to climb is in the class 
that is adopting better methods in buying, selling, stock- 
keeping, bookkeeping, credits, advertising and co-operation. 

A merchant may be a good buyer but with a selling method 
that will prevent his making money. 

He may be a good buyer and a good salesman and all 
that it might include, bat not making money because he 
does not advertise. 

Care in Extending Credits. 

Good buying, selling and advertising will not make money 
for a man who is careless in extending credits. Without a 
proper system of bookkeeping any man is working in the 
dark and may be drifting toward bankruptcy while thinking 
he is making money. 

Many retailers realize their weakness. Some tell me they 
know their faults but lack the courage to undertake the re 
adjustment that is needed in their business in order to turn 
it toward prosperity and become a real benefit to the com- 
munity rather than being the source of an income only suffi 
cient to support a family and with just a few dollars over 
for net profit at the end of each year. 

Nineteen hundred and twenty more than any one year 
in the history of retail hardware and association work will 
move upward. 

The National Office has never been so well manned as 
now. A foundation for field work has been laid that ought 
to be unusually helpful to retail hardware men. 

\t the January National Executive Board meeting the 
National Secretary, H. P. Sheets, was instructed to plan an 
intensive educational program. Because of the many attempts 
to shorten the process of distribution, it was the sentiment 
of the Board that Association service should be enlarged 
and intensified so that members generally might be educated 
to the higher business standards successfully to 
meet the competition of new held ot 
hardware retailing 

More Thorough Merchandising Service. 

The National Secretary 
National office activities as to incorporat 
of education and a more complete merchandising 


necessary 


every factor in the 


instructed so to enlarge 
a definite program 


was 


service for 


the membership, embracing such factors as Store Plans 
Stock Arrangement, Advertising, including newspaper, month 
ly and seasonal letters, pac kage enclosures, store cards 


Window Trimming, et 

Sentiment is strong that there should be rapid extension 
of field service activities, but that this must of 
come largely through the State Association, inasmuch as the 
National field service manager can visit but comparatively 
few dealers even though he should spend all his time in the 
field. 

It is the thought of the Board that while the Nationa! 
Association will increase its service and consequently add 
largely to its already heavy expense, it should function just 
as much as possible through the State organizations 

As a part of the program for securing great coordination 
in state activities, with the National office as a clearing house 
for policies, plans and methods, the recommendation was ap 
proved that plans be made for a confernce or school of 
Association workers, to be held in the summer or early fall 

Facts Regarding Association’s Progress. 

Would like to add to this some 
Retail Hardware Association, 
were 36,777, while the total expense 
about $16,000, or just a 


HnNCcCESSILY 


facts regarding the Minne 
Association dues for 
for handling the 
little over 40 per 


sota 
1910 


state office was 


cent of the entire expense is borne by the members while 
the state office is carning almost 60 per cent 
The state office is not complaining, but in the above 


statement you noticed that the sentiment is growing for a 
rapid extension of field service activities 

Minnesota has been doing a much larger 
than any other one state, but there is a large 
for more, although requiring a larger expenditure of money 

The State Association carned almost $9,000 during 1919, 
and it looks favorable for at least $10,000 for 1920, but the 
held work outlined now will take every dollar, while more could 
be used to an advantage 


Need Higher Dues. 


$10.00 for 


held 
opportunity 


service 


The time will soon be here when state dues 
will be needed for a work that will be well worth the invest 
ment, but even with $10.00 dues, the membership would be 
getting 100 per cent service for about 50 per cent dues 

Nineteen hundred and nineteen was a year different 
from anything you and I ever experienced, yet the hardware 
men of this state made money. 

I think the hardware men of Minnesota are 
mistic, but it is possible that this Convention should sound 
a note of warning. 

Most hardware men are 
their ledger loaded with overdue 


today opti 


stock and 
Phere 1 


carrving too much 


have accounts 








“) 


possibly not a man in this room who had less on his ledger 
than he expected to find when he took inventory January 1, 
1920; possibly not one who had less money invested in stock 
than he expected to discover. 

This is the time to reduce stock and collect accounts. 
To reduce stock does not mean you are to be out of goods 
that may be called for, but why carry a year’s supply? 

Most hardware stores accumulate old and slow selling 
goods. Now is the time to make an attractive price and 
make such merchandise move, which it is possible you would 
not buy again. 

Accounts can be collected now that might be worthless 
in six months or one year. 

It has been easy during 1919 for hardware men to make 
money , and a larger per cent of your daily sales have been 
cash, making it possible to pay for.goods bought. Therefore, 
collections have been neglected and you have become more 
careless in buying. 

Shortage of Supplies Continues. 

It looks now as though it will be more difficult to get 
goods in 1920 than-it was in 1919. Therefore, the old stock 
that has not been sold can in many instances be substituted 
for something the customer would ‘rather buy. 

The thing most needed in Minnesota is for each hardware 
man to feel that he personally has something to do in this 
reconstruction work. 

It may be a new front in some stores, new fixtures in 
others; bookkeeping system in many is very much needed; 
possibly a definite plan for an advertising campaign; a bet- 
ter credit system, etc 

There is nota store in the state that can not see something 
to do that would make the store more attractive, of more service 
to the community, a more profitable investment, a greater 
asset to the town and country. 

Nineteen hundred and nineteen witnessed the most ag- 
gravated fever of speculation ever developed in this country. 
Every section suffered alike. On Wall Street it was stocks 
and bonds, in cities it was real estate, in the country it was 
farms, among manufacturers, jobbers and retailers it was 
commodities of every line and description. 

Our Government and big men warned against its effect, 
but that only seemed to help it to increase. There seemed 
to be no remedy. Speculators plunged and the people 
bought. 

The farmer is now up against the proposition of making 
money on land that cost him as an investment twice as much 
as in 1914, 

The city realty holder is up against property value 100 
per cent more than before the war and with very little, if 
any, increase for rent, while the cry is everywhere calling 
for more office room and more homes. 

The retail hardware man is also up against the same 
problem of making money selling goods that cost him twice 
as much as in 1914 and with an increased overhead expense. 

All of these are now facing the problem as to when 
speculation will be squeezed out of high values and we get 
back to a supply and demand basis. 

At the present time every $10,000 inventory taken Jan- 
uary 1920, has in it possibly $4,000 speculation value. 

Just when that will need to be taken off is a problem, but 
each hardware man should make it his business to sell goods; 
buy if you need, but sell you must. 

What About 1920? 

The vear is, of course, a closed book, but 1919 furnishes 
some facts that are well worth our consideration. You re- 
member one year ago, the idea prevailed that prices would 
decline, but it was a question whether it would be gradual 
or rapid. 

We are told by the T. W. Dodge Company that in the 
territory east of the Mississippi and north of the Ohio, the 
first half year of 1919 buildings contracted totaled one bil- 
lion dollars, the last half the total was one and one-half bil- 
lion, making a total for the year of two and one-half bil- 
lion. 

The average for five years previous to 1919 was one and 
one-fourth billion dollars, making 1919 twice the previous 
five years’ average. Of this, one-third was for residences, 
and two-thirds for business building. 

I do not need to say that a large per cent of the two and 
one-half billion dollars contracted in 1919 will mean con- 
struction work for 1920 ; then add to this new contracts 
that will necessarily need to be pushed to satisfy the demand 
for residence and office buildings, which the same authority 
predicted will be three billion dollars in 1920. 

For the retail hardware man, building is not the only 
department of his business. In fact, it is a small per cent 
with most of you men. But the building is a fairly good 
barometer with which to judge business conditions. 

Warns Against Speculators. 

We all need to keep our eyes open to the influence of both 
the calamity howler and the speculator with large paying 
investments, or quantity buying opportunities, 

Sell all the goods you can during 1920 at a profit. 

Be careful in extending credit. 


Push collections. 
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Don’t sign contracts for strangers. 

If yeu want to know anything, either foreign or domes- 
tic, write to the State Association office. We might be able 
to answer. If not, the National office is accumulating an 
encyclopedia of knowledge that is already valuable for re- 
tail hardware men. 

The Minnesota State office is better equipped, and with 
the knowledge gained for Association work, will make it 
able to do more and better work than ever in the past. 

Reconstruction can not stop with the National and ‘State 
office. It should not stop with 50 per cent of our best hard- 
ware stores adopting new and better methods. Every hard- 
ware store in Minnesota should make some upward move 
that will make you a better merchant and your store one 
that is rendering a better service in your community. 

This is our ambition and we want you to get this vision 
for your business while at this 1920 Convention. 

Wants to Help Hardware Men Make Money. 

We not only want to help hardware men to make money, 
but we want Minnesota hardware men to be doing the best 
work possible for their town and community, because there 
is no better opportunity in any state in this country, with 
our iron ore in the North and dairying in the South, to- 
gether with our grain and stock which is making our state 
a gold mine for all who are directly interested and in turn 
for the retail hardware men who have these men for cus- 
tomers. 

Many have come to this convention with their 
somewhat cloudy as to what is the right thing to do. 
ity howlers have been busy the last two og three years. 
There are more of them this year than at any time. Some 
tell us that we are on the eve of a financial panic, others 
that we are facing internal revolution. 

Condemns Pessimism. 

There are people who say that the only remedy for the 
high cost of living is the elimination of the retail merchant. 
One man said to the secretary that 1920 would put 50 per 
cent of the retail hardware men in Minnesota out of business. 

If we should stop and listen to these calamity men it 
would take all our time. Then, if we should heed what they 
had to say, it would result in our closing the store and 
renting a lot in the first cemetery we could possibly locate. 

I am convinced that most hardware men have not lost 
confidence: in the good judgment of the average American 
citizen but in some peculiar way will squeeze through an- 
other year. 

In our report one year ago, we predicted that Minnesota 
hardware men would do 10 per cent more than during 1918, 
and as I talk with you now I am convinced that you did at 
least 25 per cent more than in 1918. 

Every indication is favorable 
1920 than 1919. 

The State Association office has had a busy year with the 
addition of South Dakota Association work. We have made 
some progress. We had 1,326 members in our 1919 report. 
We have now 1,380. We lost 41 members, but secured 95 
new members. 

We lost 3 per cent of the members reported one year 
ago. Ejight sold to members, 18 went out of business, 12 
dropped on account of not paying dues, 1 burned out, 2 
transferred to other states. Ohio and the Pennsylvania com- 
binations are the only Association that increased the Na- 
tional Association more than the Minnesota and South Da- 
kota State office with 130 new members, while Penn- 
sylvania’s increase was 147 new members, and Ohio’s 151. 

Much Progress Has Been Made. 

The year has been a busy one, but valuable progress has 
been made. No one year has run more smoothly. There 
has been a fine spirit of cooperation among the State officers 
and the various departments of Association and Insurance 
offices. ‘ 

The Association office has added some new, and. we hope 
valuable, additions to the force. F. O. Swain has taken entire 
charge of the stock selling department. Already a fine list- 
ing of hardware opportunities have been filed for sale, and 
a much larger list of interested buyers. Severa) sales have 
already beer completed. 

B. T. Heath has taken charge of the Collection Depart- 
ment and is putting new life in this work, giving each collec- 
tion his personal attention. January was his first full month, 
but the total collections made were $538.33 for 22 creditors 
from 38 delinquent debtors. 

During the month 17 men filed 131 claims amounting to 
$1,999.12. 


minds 
Calam- 


for a larger volume for 


During the past year the Secretary has traveled and 
visited as follows: 
Minnesota South Dakota Total 
NS Ee nae: 5,607 5,474 11,981 
CC ree 10] 112 215 
Members visited ......... 202 44 246 
Non-members visited .... 16 56 72 
The addition of South Dakota this year has somewhat in- 
creased the work in the State office, but no additional help 
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has been hired, while the opportunity for doing work for 
retail hardware men has materially increased. 

In closing I wish to thank the members of the State 
Association, and especially the State officers, for their most 
hearty cooperation in helping to make 1919 the best year in 
the history of the Minnesota Retail Hardware Association. 


The remainder of the 
morning's session included an address on “Our Fu- 
ture Business Men,” by Dean G. W. Dowrie of the 
University of Minnesota, and a highly practical talk 
on “Better Business Methods,” by S. R. Miles, Field 
Service \lanager, National Retail Hardware Associa- 
Suggestions and comments upon queries pre- 


schedule for Wednesday 


tion. 
sented through the Question Box brought the session 
to a close. 

The Convention reassembled at 2 o'clock Wednes- 
day afternoon and spent the time until sundown in 
discussion of matters developed by means of the Ques- 
tion Box. 

Thursday, February 19, 1920. 

The first session of Thursday, February 19, 

which began at 10 a. m., was devoted to reports of the 


1420, 


Committees on Resolutions, Legislation, and Nomina- 
tions, election of officers, and an illustrated chalk talk 
by Curtis M. Johnson of Rush City, Minnesota, en- 
titled “The Road to Happitiess.” 

The concluding meeting of the Convention was 
made memorable as well as helpful by a program for 
retail merchants by Dean R. W. Thatcher and others 
representing the Agricultural Department of the Uni- 
versity of Minnesota, as fqjlows: 

“Cooperation in Community Development,” by Dean 
R. W. Thatcher. 

“Community Service,” 

“Labor Saving Devices for the Home,” by Miss 
Adele Koch. 


“Better Farm Homes,” by William Boss. 


by Judge I. T. Wilson. 


In community service and cooperation are to be 
found the solution for the difficulties arising from new 
forms of competition. It was strongly impressed upon 
the delegates that in order to be successful merchants 
they must sell service to their neighbors as well as 
commodities. By working for the betterment of their 
community they are working for themselves. 

~o- 


TRADE-MARK GUIDES IN SELECTION. 


In the selection of hammers the customer is guided, 
to a very great extent, by the trade-mark that is upon 
the article shown him. He will look with indecision 
upon a tool that is of an obscure or unknown make. 
To him the appearance of a trade-name on a product 
with a national reputation is in itself a guarantee of 
the superior qualities of the hammer. Experience 
has proved this to be true. 

In the Vaughan and Bushnell trade-mark thou- 
sands of tool purchasers recognize the value of the 
product upon which it is attached. They know that 
the manufacturers of that line have taken pains and 
care to see that the tool they market has all the fea- 
tures necessary for the performance of the work for 
which it is designed. As an illustration of the excel- 
lent construction of the products manufactured by 
the Vaughan and Bushnell Manufacturing Company, 
Chicago, Illinois, in the accompanying illustration is 


shown a Vaughan and Bushnell Adze Eye Nail Ham- 





mer. An extra refined quality of steel enters into 


the making of this hammer. It is drop forged in 
every detail. The claw and face are tempered with 
an accuracy that insures their strength and durability. 
A firm grip on a nail to be pulled out is assured when 
this hammer is used because of the non-slip claw. The 
handle can not be loosened by long and heavy service. 
Being nickel-plated, the Vaughan and Bushnell Adze 
ye Nail Hammer is neat in appearance. The handle 
is of a mahoganized hickory and is well formed. A 
concentric milling on the face of the hammer illus- 





Vaughan and Bushnell Adze Eye Nail Hammer, Made by the 
Vaughan and Bushnell Manufacturing Company, 
Chicago, Illinois. 


trated herewith is an added feature. The Vaughan 
and Bushnell Manufacturing Company manufactures 
a hammer for almost any specific use besides the one 
shown. Especial care is taken in the selection of the 
proper metals so that the finished hammer will give 
the service that is desired of it. Dealers who wish to 
avail themselves of the wide variety of hammers man- 
ufactured by the Vaughan and Bushnell Manufactur- 
ing Company, Chicago, Illinois, should write that com- 
pany for a catalogue containing descriptions and speci 
fications of all the hammers manufactured by it. 
ro age ; 
WILL BE LOCATED A FEW BLOCKS WEST 
OF PRESENT PLACE. 


The Chicago branch of the Richards-Wilcox Manu- 
facturing Company, Aurora, Illinois, will move from 
its location at 15 Lake Street to 166-168 West 
lake Street, Chicago, Illinois. 


Kast 
In changing its situa 
tion, the Chicago office of the Richards-Wilcox Com 
pany declares it will in no way modify its policy of 
giving its patrons good and prompt service. 
oo 

PROCURES PATENT FOR SCREW CLAMP. 
United States 
rights have been granted to Evan Watkins, Cleveland, 


Under number 1,328,862, patent 


Ohio, assignor to The Columbia Hardware Company, 
Cleveland, Ohio, a Corporation of Ohio, for a screw 
clamp described herewith: 

A clamp comprising a U-frame 
having a fixed jaw at one extremity, 
a rotatable tapped bushing mounted at 
the opposite extremity of said frame, 
a clamping screw rotatable within the 
end 


bushing position with its free 


adapted to be actuated toward and 


away from the fixed jaw, and means 
for independently actuating the screw 
substantially as set 


and bushing, 


forth. 
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New York State Hardware Merchants Exchange V iews 


and Experiences in Annual Convention. 











The retailer has to bear the brunt of attacks on the 
high cost of living. To him is passed the disagreeable 
task of fixing the prices at which goods are sold to the 
consumer. Every increase of wages and cost of raw 
material is transmitted to him to be added to the 
figures which he must quote to the customer across 
the counter of his store. By reason of his direct con- 
tact with the public, he becomes in the minds of the 


people the embodiment of all the factors which cause 





John B. Foley, Re-elected Secretary New York State Retail 


Hardware Association. 


the increase of prices. It is essential to his pros- 
perity that he retain the good will of his patrons. lor 
that purpose it is imperative that he impress upon 
them a correct understanding of his function as a 
The best 
complish this task is through the medium of trade 


organization. 


final distributor of products. way to ac- 
The task is too complex for individual 
performance. [But it is made comparatively simple 
by the exchange of views and experiences in confer- 
ences with his fel!ow merchants. This is the most 
practical and positive achievement to the credit of 
retail hardware organizations. It was notably mani- 
fested in the proceedings of the Fifteenth Annual 
Convention of New York State Retail Hardware As- 
sociation, which took place February 17, 18, 19, and 
20, 1920, in the Ball Room of Onondaga Hotel, Syra- 
cuse, New York. 
Tuesday, February 17, 1920. 

The first session of the Eighteenth Annual Con- 
vention of New York State Retail Hardware Asso- 
ciation opened promptly at 10 a. m., Tuesday, Febru- 
ary 17, 1920, in the Ball Room of Onondaga Hotel, 





Syracuse, New York, with the singing of “America” 
by the entire gathering, led by Thomas A. Nimmo of 
Saranac Lake, New York. 

An address of welcome on behalf of the city was 
delivered by the Honorable Harry H. Farmer, Mayor 
of Syracuse. He was followed by William Allan 
Dyer, President of the Syracuse Chamber of Com- 
merce. Then came the annual message of John J. 
Snyder, President New York State Retail Hardware 
Association, as follows: 


Report of John J. Snyder, President New York State 
Retail Hardware Association, Delivered February 17, 
1920, to the Eighteenth Annual Convention of the 
Organization in Onondaga Hotel, Syracuse, 

New York. 


It is an honor and a privilege that I fully appreciate, 
to preside over this gathering of retail hardware merchants 
of this great Empire State. I know that I not only speak 
for myself, but express the thought of each and every one 
of vou, when I say that this opportunity that each year 
affords, of being permitted to meet and greet one another, 
is looked forward to with the keenest anticipation and the 
warmth of the hand grasp is an indication that it stands 
for more than a mere acquaintanceship. 

While fundamentally, all associations of this character 
are organized for commercial purposes, these annual con- 
ventions not only create a mutual feeling of respect among 
individual members, but have in many instances, established 
a close and enduring friendship, that though not officially 
registered as such, is one of the most valuable assets that 
the association possesses 

Business Conditions. 

When we assembled one year ago in Buffalo, the im 
pression at that time was that we had reached the peak 
of one of the most critical periods in the hardware and other 
industries. 

\ comparison of conditions then with now, invites the 
conviction that the most casually informed, as well as those 
of recognized wisdom, were equally ignorant regarding what 
the future actually proved to have in store for us. 

At that time the general opinion was that there would be 
a decline in the value of all commodities, with the differ 
ence only in predictions as to whether such changes would 
be precipitate or gradual. How wide of the mark these 


theories were, we now have good reason to know. Today 
the situation is even more complex 
Authorities whose views we have every reason to r 


spect, when induced to assume the role of business prophets, 
are not all agreed as to probable future business develop 
ments. 

There are a few facts of common knowledge however 
that it is well for us to have in mind when planning fo 
the next ten or twelve months. Four years of imposed 
self-denial on the part of the purchasing public in being 
called upon to economize not only in the luxuries, but 
many of the heretofore considered essentials of life, have 
created a demand that will require several years of 1 
tensive production to satisfy, without considering the 
quirements of foreign lands. . 

Shortage of Supplies Is’ General. 

The floors and shelves of our factories and warehou 
are swept clean with an accumulation of unfilled orders, 
many months in arrears. Even with the price of labor a: 
material at its present dizzy height, with the end apparent! 
not yet in sight, the very face of conditions can not per 
the wheels of commerce to slow down. 

Is anv unfavorable change possible until the supply ':a> 
approached within a reasonable distance of demand? 

Should no neutral pressure be brought to bear, i- ‘ 
unreasonable to expect that there is sufficient intelligc:ce 
of the American brand, with those who control both ca: 
and labor to make them appreciate that it is necessary ‘0 
their self-preservation, not to mention the National wel?: '* 
speedily to adjust their differences and do their shar 
earnest work. And more recently great stress is bong 
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placed on the adverse influences of the present unfavorable 
foreign exchange conditions. 

It would be presumption on my part to attempt to 
analyze and apply these conditions to the business situation 
of today, but there are a few facts patent to even a com- 
monplace hardware man that are worthy of consideration. 

There are certain classes of merchandise that Europe 
needs most urgently and can procure in America only. The 
manufacturers of the United States are eager to satisfy 
this demand. Is it possible with this mutual desire shared 
by the high contracting parties that our foreign trade will 
be permitted to remain stagnant for but a brief period? 
Is it not reasonable to expect that some basis for a resump- 
tion of business will be made that will be safe and ac- 
ceptable where so much is at stake? 

It might be suggested also that a temporary slowing 
down of exports may not be altogether a misfortune if it 
tenders to stabilize the home market and aids in satisfying 
to a small extent, domestic requirements that in the year 
past, in many instances, have been ignored in order that 
higher prices might be realized from abroad. 

The Menace of Radicalism. 

The extreme measure planned and resorted to by the 
so-called “Red” element, in shamefully abusing the open 
handed hospitality and liberal laws of our land and their 
undisguised efforts to destroy the institutions of our Gov- 
ernment that we hold so dear, have aroused a righteous 
indignation and resentment on the part of our citizenship 
and a grim determination to resort to stern methods to 
check these pernicious influences. 

The temperament of the American people is proverbially 
patient and indulgent, but when once thoroughly awakened, 
is apt to brook no compromise. That trait has been exhibited 
in dealing with the present type of social and _ political 
leprosy and has resulted in the suggested adoption of laws 


so broad and stringent, as possibly to embarrass well-in- 
tentioned, but indiscreet citizens. 

That the taints of anarchy and allied evils will be 
ultimately and effectively stamped out and accomplished in 


a manner consistent with our constitutional rights and fair 
play, is simply a natural course of events. 
Industry and Thrift. 

Our National Government has issued an appeal for in 
creased production and a curtailment of unnecessary ex 
penditures, for the purpose of reducing the present excessive 
cost of living. Earnest cooperation on the part of the public, 
would without doubt be an important factor in securing the 
desired end and possibly without in the least disturbing the 
price of jabor 

The members of our Association, during the past four 
trying years have cheerfully and enthusiastically met every 
test of lovalty and active patriotism, and I am satisfied that 
the aid and publicity desired in support of the present 
measure wil! not be withheld. 

Would it be amiss at this time to suggest that the Ad 
ministration at Washington proves the sincerity of its sug 
gestions by practicing reasonable economy in the conduct 
of National affairs? From sources of unquestionable re- 
liability we learn that there are now more civilian employees 
in governmental service in the City of Washington, D. C 
than there were at any time during the recent war 

While we here in America were forced to endure a 
scarcity of sugar, twenty-seven million pounds of that com 


modity were sold in France at less than wholesale rates. 
Two million dollars worth of war food supplies were also 
disposed of to the French people at one quarter of their 
actual value. The excuse offered for these amazing trans 


actions was that if these goods were offered for sale at home 
it might disturb the market. Seven hundred million dollars 
represented in automobile and motor trucks are now said 
to be parked in the open at various points and going to 
decay. 

Favors National Budget System. 

The losses here enumerated alone, it is calculated amount 
to more than two end a half billion dollars—all contributed 
by the American people in the purchase of Liberty Bonds 
and by patriotic submission to excessive and special taxation 


The assertion is also made that the adoption of a National 


Budget Svstem would in one vear, save the country two 
billions of dollars Should Nationel exnend'tures he con 
ducted along rational lines. it would materially affect the 
economic load that now confronts our people and be a 


striking example with which to supplement this latest mes 
sage. urging thrift and economy. 

Zefore dismissing this subject. it 
that the unbridled greed of some of ovr 
witnessed by published annual reports showin: 
and dividends declared) has been an important factor in 
intensifying the present economic situation bv demanding 
of the public prices for their products out of all proport:on 
to their actual cost 

Buccaneers of old. whose fame-—or rather infemy-—are 
given places of prominence in history for centuries past 
and our more moderf Dick Turpins of the stock jobbing 
order, have a right to blush when their achievenents are 


might he remarked 
anuficturers (as 
profits earned 
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compared with those of a certain number of our captains of 
industry here described. 

There is reason for believing that a general knowledge 
of these facts has contributed to the unrest and stimulated 
the appetite of organized labor for high and still higher 
wages and has also caused bitter resentment on the part of 
a great majority of our population who are not fortunate 
enough to be in the ranks of either capital or labor. 


More Attention to Legislation. 


It is to be regretted that that class of State legislation 
in which we are peculiarly interested, does not receive more 
of our attention. 

Our activities in this respect, are spasmodic 
of the despatching of an occasional letter or telegram regis- 
tering a protest or commendation concerning a proposed 
measure often when it has been advanced so far, as to make 
our views of but little effect. 

We take no part whatever in constructive legislation 
Many objectionable laws have become operative through the 
efforts of our State representatives who conscientiously be- 
lieved that they were at the same time studying the interests 
of the general public, simply because they were not familiar 
with the subjects affected and advice from well informed 
sources was not forthcoming. 

\s an organization with approximately a membership of 
one thousand and representing several millions of dollars 
of invested capital, are we doing ourselves and others justice 
in neglecting this field of usefulness? To this question there 
is but one answer, but how to meet this situation in a 
satisfactory manner without assuming undue responsibility, 
is a more different problem. 

Local or Group Meetings. 

The National and State Hardware Associations are too 
firmly entrenched in the esteem of the trade to have their 
usefulness questioned, but | doubt if the direct benefits 
derived can be compared with those obtained from local or 
group meetings. 

lf a village or town has but two hardware dealers, it is 
to the interest of the latter that they get together and blend 
‘ooperation with some competition. The same rule applying 
to larger communities where greater benelits are possible. 

Praises Work of the Secretary. 

The close of this Convention also ends my activities as 
your presiding officer. What work has been alloted me 
I have tried to dispose of in a manner that | thought would 
meet with your approval. The duties were not burdensome 
and in discharging them, I have experienced nothing but 
pleasure. This has been made possible largely through the 
splendid and effective work of your secretary. I know that 
he objects to this sort of publicity, but I would feel that | 
made a serious omission had I neglected to comment on the 
tact, good judgment and excellence in the management of 
his office by Mr. Foley. 

The New York State Retail Hardware Association does 
not suffer by comparison with any of its sister organizations 
and in every respect is in an enviable position. For this 
you are to be congratulated and if it brings with it a feeling 
of pride, it is justifiable and I share it with you 

The programme prepared for this Convention represents 
careful work and study, and I am sure that you will find it 
interesting, instructive and profitable. 

Remember that the value of an exposition to exhibitors 
is gaged hy its buying power. Therefore, omit no pur 
chase that you can make to your advantage and be sur 
that transaction, whether large or small, ts 
on a buying card. 


and consist 


every recorded 


\t the conclusion of President Snyder's address, a 


beral use was made of the Box under the 


Question 


direction of J. B. Sellars, White Plains, New York 
pecial topics were presented for discussion, the prin 
ipal one of which was “Shall the Association favor 
retention of Daylight Saving nm New York Stat 
‘This subject was treated in the affirmative by W. J 
Hlovt, of Wellsville, New York. L.. G. Mattison, New 
ark, New York, introduced the topic of “Are quicl 
turnovers of stock Vital importance im every case 
The afternoon of Tuesday, lebruary 17. was spent 
isiting the Hardware Exposition, State Armories, 
lefferson and Franklin Streets, Syracuse, New York 
During the afternoon, only merchants and ladies ac 


(mpanying them were admitted to the Exposition, In 


every dav of the Conven 


fact. the afternoon hours 


‘on were reserved exclusively for business intercourss 


ween exhibitors and those who buy to resell or uss 


t he products exhibited. Dealers and other buvers neo! 
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members of the New York State Retail Hardware 
Association were permitted to visit the exhibit during 
the reserved hours only after obtaining “ Merchants’ 
Tickets” from exhibitors and from A. R. Grant, Di- 
rector of Exhibits. ; 

At 6:30 in the evening, the annual meeting and din- 
ner ofthe officers and directors of the New York State 
Retail Hardware Association was held at Onondaga 
Hotel, New York. At 7:00 p. m., the Hardware Ix- 
position in the State Armories was thrown open to the 
general public. Admission was by ticket only. , Tickets 
were procurable at the Convention Desk at Onondaga 
Hotel, or from any hardware merchant in Syracuse, or 
from exhibitors, or from the office of the Director of 
Exhibits in the State Armories. A pleasant concert 
by Kapps’ Orchestra rendered the evening at the 
Hardware Exposition more delightful by reason of 
agreeable blending of melody and buying. 

Wednesday, February 18, 1920. 

lor the purpose of greater concentration of atten- 
tion, the Wednesday morning’s session was divided 
into two group meetings. The merchants in com- 
munities of five thousand or less population gathered 
in the Ball Room of the Onondaga Hotel, and took 
up subjects presented through the Question Box, un- 
der the direction of W. D. Ganey, of Auburn, New 
York. 

Merchants located in 
five thousand population met in the Hiawatha Room, 
of the Onondaga Hotel, and discussed Question Box 
subjects under the guidance of R. J. Atkinson, Brook- 
lyn, New York. In order to derive the highest pos- 
sible degree of benefit from the discussions, the ques- 
tions were selected with reference to their relative 
importance to the merchants in the communities rep- 
resented in the two groups. 

The group meetings closed at 10:30 a. m., 
delegates assembled for general convention in the 
Ball Room of Onondaga Hotel to receive the reports 
of officers and committees and to listen to an address 
on “The Farmer and Local Merchant,” by Professor 
Howard W. Riley, New York State College of Agri- 
culture, Department of Rural Engineering, at Cornell 
University. 

As on the preceding day, the afternoon was de- 
voted to the Hardware Exposition. In the evening 
a program of entertainment was carried out, planned 
and financed by Associate Members of the New York 
Vaudeville, smoker and 


communities of more than 


and the 


State Hardware Association. 
informal dancing party to all members, visiting.deal- 
ers, and their ladies were given in The Alhambra 
( Danceland). 

Thursday, February 19, 1920. 

Beginning with community singing, the morning 
session opened with talks on topics presented through 
the Question Box presided over by R. J. Atkinson, 
brooklyn, New York. 

Reports of committees on Resolutions, Legislation, 
\rbitration, and Nominations were then received and 
approved. 

“Is Mutual Compensation Insurance safe? How 
can Mutuals effect a saving and how great is the sav- 
ing?” are questions which were instructively answered 
by John H. Brogan, Vice-president Exchange Mutual 


Indemnity Insurance Company, Buffalo, New York. 

M. J. O’Brien, Assistant Secretary Hardware Deal- 
ers’ Mutual Fire Insurance Company of Wisconsin, 
Stevens Point, Wisconsin, dealt with the subject of 
“Hardware Fire Risks,” and made some valuable sug- 
gestions regarding replacement values. The session 
closed with interesting talks on “Demand and Supply 
in General Hardware in 1920 as seen by the Jobber.” 

The meeting of Associate Members of New York 
State Retail Hardware Association was held at 10:30 
o'clock Thursday morning in Hiawatha Room of On- 
ondaga Hotel at which the discussion of the follow- 
ing questions took place: “In what manner can the 
New York State Retail Hardware Association and its 
Associate Members codperate throughout the year for 
the mutual advantage of both?” 

“Can the State Association through its secretary's 
office perform any service of real advantage to its 
Associate membership? If so, in what way?” 

Thursday evening, the Annual Banquet of the New 
York State Retail Hardware Association was held in 
It was characterized by the 

An excellent musical pro- 


the Onondaga Hotel. 

warmest goodfellowship. 

gram was presented together with community singing. 
Friday, February 20, 1920. 

The chief topic discussed at Friday morning's ses- 
sion, which ‘opened with community singing at 9:co 
a.m., Was “Discussion of State Income Tax and Fed- 
eral Income Tax.” Representatives of the State 
Comptroller of New York and of the United States 
Revenue Department were present at the meeting and 
greatly assisted in clearing up obscure points of the 
subject. 

The final adjournment of the Convention took place 
Friday, February 20, 1920, and the 
The hard 


at 12:30 p. m. 
Hardware Exposition closed at 6:00 p. m. 
ware merchants of New York State who attended the 
Convention expressed themselves as abundantly re- 
paid for the time and attention which they devoted to 


its sessions. 


-7e- 


GETS PATENT FOR A FILING CABINET. 


Haakon A. Martin, Dayton, Ohio, assignor to the 
National Cash Register Company, Dayton, Ohio, a 
Corporation of Ohio, has secured United States patent 
rights, under number 1,329,539, for a filing cabinet 
described in the following: 

The combination with articles 
or devices to be filed, of a cabi- 
net comprising compartments in 





which the devices or articles are 
filed, means normally held in in- 
effective position but moved tu 
effective position when the de 
vices or articles are moved 11 
one direction in the compart 
ments whereby the articles or 
withdrawn and 
detected, and 


rei- 





devices 
serted may be 
mechanism movable independently of the articles or 
devices for returning said means to normal position. 














2 
2. 


Slander is a certain boomerang. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 

















EXHIBITOR OF HARDWARE GETS THE 

SECOND CASH PRIZE FOR 
WINDOW DISPLAY. 

Mechanics are usually men of precision. They like 

Anything that shows signs 

When a 


window display of tools is arranged in a manner that 


accuracy and clearness. 
of careful workmanship appeals to them. 


Window Display of Hardware Awarded Second Cash Prize in 
Display Competition. Arranged by Fred Kunter for the 


shows accurate planning of details, its worthiness is 
recognized by men of mechanical taste. Neatness and 
orderliness of arrangement are characteristics to which 
they respond and to which they give attention. Lven 
men who seldom have use for tools, are attracted by 
orderly arrangement and assortment. 

When a large variety of tools is displayed, if ar 
ranged in a manner which permits of group study, the 
passer-by, in a measure, appreciates the exhibit. Ile 
feels that it helps him, if he has any use for the tools, 
in selecting the proper article. 

Such an arrangement is clearly illustrated in the 





AMCRICAN ARTISAN AND 
Stebbivs Hardware Company, 
Chicago, 


the 
Stebbins Hardware Company, 15 West Van Buren 


window display arranged by lred Kunter for 


Street, Chicago, Illinois, which was awarded Second 
Cash Prize in the Window Display Competition of 


\MERICAN ARTISAN AND HARDWARE RecorD. It will 


not be dened that any man who has any use at all for 
tools, when passing a window arrangement of this 


character will stop and examine the articles exhibited 


‘a goede 
tex ap se, 
tee * ad 
“Sa , 


HARDWARE RECORD Window 
15 West Van Buren Street, 
Iinols. 


\n inspection of so orderly a display of tools is in 


structive. l'urthermore, the grouping of similar articles 
in accordance with their size gives the display clearnes 


requiring Jess concentration of attention on the part 


of the observer. Instead of mixing up a number of 


unrelated tools, the maker of the display shown here 
with took care to place goods of one kind in the same 


position. In short, the prize arrangement now unde 


consideration shows power of attraction based on the 
average passer-by's interest in mechanical devices 

In awarding the Second Cash Prize to \l1 
making of this exhibit, the 


for the judges 
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fluenced solely by the same effect the display would 
have on the average The number of the 
mental faculties does not differ in persons. All have 
power of perception and judgment. What will strike 
a small group of men as being beautiful is apt to 
gain the same opinion from a larger number of per- 
sons. The arranging of a window display is primarily 
a study of human needs and interest. Though un- 
consciously, every window trimmer asks himself many 
questions while planning an arrangement. How will 
this impress the observer? What is the best method 
of placing this articlg to attract attention? Will the 
onlooker notice this point of advantage on the knife 
if | lay it here? Such are the queries, more or less 
modified, which predominate in the mind of the one 


person. 


who is making a display. 

In preparing an exhibit of hardware or tools there 
are many points which must be considered. Usually 
when tools are placed in a window, the dealer de- 
sires to call the attention of the people who pass to 
some particular feature in the articles he portrays. 
To make the display attractive and at the same time 
draw the attention of the passer-by to some particu- 
ar feature, requires tact and skill which does not 
‘ome over night. 

Attention is called to the goods on which there is 
a special sale shown in the accompanying illustration. 
The price tags are prominent. Being in the fore- 
ground, the observer is not likely to overlook them. 
Because of the exhaustive arrangement of the ex- 
hibit shown herewith, it might be supposed that a 
great deal of time is necessary in perfecting it. But 
Mr. Kunter, who arranged this display, 
similar to the one 


thisis not so. 
suys: “We can trim a 
herewith in one hour.” 

scription, however, certain details of preparation are 


window 
As will be seen from the de- 


uecessary, such as removable panels. 

In the following Mr. Kunter gives a description of 
the technical details of the window display: 

“The back is all panel system. [Each panel is inter 
changeable. The panels are made of 1% inch white 
pine covered with two layers of pearl wire cloth and 
The merchandise is laid 
The 


front part of the bottom is devoted to special sale 


one cover of green plush. 
out and then sewed on with a heavy fish line. 


items.” 
Hardware merchants are more and more realizing 
the value of removable panels for hardware arrange- 


ments. They are handy and admit of varied assort- 
ments. As time savers, their worth is generally 
known. However, they will not replace ingenuity and 


inventiveness. To make a display such as the one 


depicted herewith, something other than the mere 


mechanical devices is necessary. Brains and hard 


work are the most important requisites. 








9 


YOUR EVERY MINUTE. 


MAKE USE OF 


Use your minutes. Do not waste time doing a 


When 


you see an hour gone and nothing accomplished set 


thing and then waste time talking about it. 


to work to see why, and make the same hour under 
the same conditions, when it comes to you again pay 
a profit to yourself and to your employer. 
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WINDOW DISPLAYS SELL GOODS SAYS 
WINNER OF SECOND CASH 
PRIZE IN CONTEST. 


There are no mysteries in the construction of a 
window display of unusual selling ability. A careful 
consideration of the sales-qualities of a display and 
of the most effective arrangement of goods are neces- 
Otherwise, there are no technicalities to hinder 
Even in making 


sary. 
the inventiveness of the trimmer. 
a prize window display there are no secrets of meth- 
ods beyond the reach of the average hardware re- 
tailer. True, hard work and effective planning were 
required to win a Cash Prize in the Window Display 
Competition conducted by AMERICAN ARTISAN AND 
HARDWARE RECORD. 

None will deny upon inspection of the illustration 
elsewhere in this issue, that the window display which 
was awarded the Second Cash Prize, arranged by 
Fred Kunter for the Stebbins Hardware Company, 
15 West Van Buren Street, Chicago, Illinois, has in 
it the qualities which bear witness to Mr. Kunter’s 
ability as a window trimmer. 

In some stores the windows are made into regular 
That is, they serve a special purpose 
the 


departments. 

at all times. 
play which was awarded Second Cash Prize in 
AMERICAN ARTISAN AND HARDWARE REcoRD Win- 
dow Display Contest was used, besides the main ar 
rangement of tools and hardware, to feature a sale. 


l‘or instance, window | dis- 


Regularly, special sales were set off in the front part 

of the window of the Stebbins Hardware Company. 
Mr. Kunter in the following letter points out clearly 

the value of window displays in general and tells the 

method he follows in arranging exhibits for the Steb- 

bins Hardware Company: 

To AMERICAN ARTISAN AND HARDWARE RECORD: 

My experience is a window sells merchandise. What 
| mean by that is not a fancy, pictorial or freak win 
This type of window will draw attention but 
A window in order to sell 


dow. 
will not sell merchandise. 
merchandise must have as many articles as you pos- 
sibly can get in, but do not overcrowd, and cards must 
contain price. 

Our windows are arranged so that they can be 
changed in one-half hour. It is the panel system and 
each panel is interchangeable. 
of three-fourths inch white pine, covered with two 
layers of heavy pearl cloth and one cover, of heavy 


The panels are made 


green plush.. We lay the merchandise out, and by 
moving the articles around we get some very good 
designs. When this is done we sew the articles on 
with a strong fish line and a number and price is 
put on each article. In some cases we use the panels 
as often as two to three times. 

The front part of our windows are devoted to spe- 
cial sale items and a large sign giving the history of 
article and price. The rest of the window is used for 
more expensive and large articles that are hard to 
get. 

Yours truly, 
FRED KUNTER. 


Chicago, Illinois, February 18, 1920. 
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INTELLIGENTLY DISCUSS PROBLEMS 
FACING HARDWARE DEALERS 
AT MISSOURI CONVENTION. 

The many problems now facing the hardware mer- 
chant as the result of the economic changes which 
have come about in the past year, were discussed in 
an intelligent manner at the Convention of the Mis- 
souri Retail Hardware Association, held in the St. 
Joseph Auditorium, St. Joseph, Missouri, February 
17, 18, and 19, 1920. Throughout the Convention the 
spirit of cooperation and good-fellowship prevailed. 














Vice-president Missouri Retail Hardware 


Association. 


W. Arthur Denny, 


Interest was intense when the various speakers pre 
sented their views. 

How to meet the competition of mail order houses 
was a subject discussed ai the afternoon session of 
Wednesday, February 18, by J. M. Campbell of Bowl- 
ing Green, Missouri, President of the National Retail 
Hardware Association. 

Mr. CampbeH said that it will be necessary to get 
such prices from the jobbers and the manufacturers 
as will enable the retailers to meet the competition of 
The dealers must be thor 


the best results, emphasized 


the mail order houses. 
oughly organized to get 
Mr. Campbell. 

George W. Simmons of St. Louis gave a brief ad 
Mr. 


Simmons showed his wide knowledge of economics 


dress on the subject of “Foreign Exchange.” 


and enlightened those present on many obscure points 
W. A. Denny of New Hampton spoke on “Increased 
Volume.” His talk was interesting and instructive. 

The hardware exhibit was opened for the public in 
the afternoon and evening. 

The program for the closing day of the Convention 
Thursday, February 19, 1920, follows: 

Community singing and grade school orchestra led 
by Mrs. Frances E. Adams. 

Question Box. 


Address, “Methods of Distribution,’ C. L. Faust, 
St. Joseph. 

Address, “Price Discrimination,’ M. D. Hussie, 
member Advisory Board, National Association. 

Report of committees. 

Selection of 1921 Convention City. 

Adjournment. 

Visit with exhibitors. Exhibit closes at 6 p. m. 

The concluding entertainment feature was the din- 
ner at 6:30 o'clock in the evening at the Robidoux. 

Oe TR IE NETS 
OBITUARY. 
Harry E. Blair. 

Harry k. Blair, who for 28 years was secretary of 
the J. C. McFarland Company, Chicago, Illinois, was 
accidentally killed at La Porte, Indiana, February 9, 
1920. lle was at the La Porte factory of the McFar- 
land Company to start them on a system of records 
and had been there for about two weeks. He had ex- 
pected to return to Chicago February toth, and was 
on his way from downtown to the La Porte factory 
in a taxi-cab, which, being unable to turn out of the 
Mr. 


without re 


street car tracks in time, was struck by the car. 


Blair's skull was fractured and he died 
gaining consciousness. 
\lr. Blair 


7 3- Vherefore, he was but little past 40 years of 


was born in Belfast, Ireland, in October, 


\s soon as he came to this country he entered 


age, 


the employ of the J. C. Meclarland Company, then at 


State Street near 25th Street, Chicago. Ile became 

such a valuable employee that he was ultimately made 

secretary of the company and as such was known to 

a large number of people in the sheet metal business 
William E. Diehl. 

Wilham I. Diehl, 


Corporation, 


Sales the Corbi: 


New 


1920, of pneumonia, after an illness of 


Manager of 
Screw Britain, Connecticut, died 
lebruary 10, 
but one week. 

lor the last twenty years Mr. Diehl was employed 
in various executive positions by either the Russell 
and Erwin Manufacturing Company or the Corbin 
the 


Russell and Erwin Manufacturing Company as Pur- 


Screw Corporation. lle became identified with 
chasing Agent in 1899, remaining in that position 
until 1904, when he was transferred to the New York 
Warehouse of the Russell and Erwin Manufacturing 
(Company as Sales Manager 

In 1907 he became connected with the Corbin Screw 
Corporation, going to Chicago as Manager of that 
that After 
surrounded 


company's warehouse in city. serving 
seven years in Chicago, in which city he 
himself with many friends and was universally re 
spected, he came to the home office at New Britain, 
(‘onnecticut, as Sales Manager, in 1914. 

\Ir. Diehl was exceedingly active and successful in 
each of the positions he filled. He was possessed Oo} 

tireless energy, a cheerful temperament, and never 
failing kindness and courtesy, and Ins sudden death 
was deeply regretted by a large circle of friends. 

In 1917 he \Mliss Mildred KE. Waite ot 
Staten Island, New York, who survives him, with two 
children, Mildred and Mary Louise. 


married 
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PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce, 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

32000.—The director of a firm in Australia is in the 
United States, and desires to secure the representation of 
manufactures for the sale of American merchandise in Aus- 
tralasia. References. 

32003.—A trading company in the United States having 
agencies throughout Europe, Latin America, Africa, and Aus- 
tralia desires to purchase and secure an agency for automo- 
hiles and accessories, and general merchandise. References. 

32004.—The commercial branch of a bank in Bulgaria 
under the management of an engineer who was educated in 
the United States and familiar with American business 
methods desires to be placed in touch with manufacturers or 
corporations desiring to promote trade with the Balkans. 
Catalogues, price lists, and samples for exhibit in its show- 
rooms are requested. It is also desired to get in touch with 
a leading bank desiring to establish commercial and banking 
operations. References. 

32006.—A commission agent in the Maltese Islands desires 
to secure an agency for the sale of cutlery. Payment against 
documents through local bank. Correspondence may be in 
English. References. 

32009.—A firm of importing merchants in New Zealand 
desires to secure an agency for the sale of automobiles and 
accessories, hardware, etc. Reference. 

32016.—An importer in Belgium desires to secure an 
agency and consignment, and eventually purchase bicycles, 
and tires, accessories, and washing machines. Payment, two- 
thirds cash with order, balance upon receipt of goods. Cor- 
respondence and catalogues should be in French. 

32012.—The American purchasing agents of a firm in 
Southwest Africa desire to receive catalogues, samples, and 
price lists for merchandise to be shipped to that country, such 
as hardware, tools, iron and steel products, etc. References. 


COMING CONVENTIONS. 








New England Hardware Dealers’ Association, Mechan- 
ics’ Building, Boston, Massachusetts, February 23, 24, and 25, 
1920. George A. Fiel, Secretary, 10 High Street, Boston, 
Massachusetts. 

California Retail Hardware and Implement Association, 
Palace Hotel, San Francisco, California, February 23, 24, 
25, and 26, 1920. Le Roy Smith, Secretary, 112 Market Street, 
San Francisco, California. 

South Dakota Retail Hardware Association, Sioux Falls, 
South Dakota, February 24, 25, 26, and 27. 1920. Exhibit in 
connection. H. O. Roberts, Secretary, Metropolitan Life 
Building, Minneapolis, Minnesota. 

Virginia Retail Hardware Association, Murphy’s Hotel, 
Richmond, Virginia, February 25, 26, and 27, 1920. Thomas 
B. Howell, Secretary, Richmond, Virginia. 

Ohio Hardware Association, Hotel Gibson, Cincinnati, 
Ohio, February 24, 25, 26, and 27, 1920. James B. Carson, 
Secretary, Dayton, Ohio. 

Michigan Sheet Metal Contractors’ Association, Saginaw, 
Michigan, March 2, 3, and 4, 1920. F. E. Ederle, Secretary, 
Grand Rapids, Michigan. 

Master Sheet Metal Contractors’ Association of Wiscon- 
sin, Milwaukee, Wisconsin, March 17, 1920. Paul L. Bier- 
sach, Secretary, 661 Hubbard Street, Milwaukee» Wisconsin. 

National Warm Air Heating and Ventilating Association, 
Cleveland Hotel, Cleveland, Ohio, April 21, 1920. Allen Wil- 
liams, Secretary, Columbia Building, Columbus, Ohio. 

Southeastern Retail Hardware and Implement Associa- 
tion, embracing Alabama, Florida, Tennessee and Georgia 
State Retail Hardware Associations, Atlanta, Georgia, May 
4, 5, 6, and 7, 1920. Walter Harlan, Secretary, 701 Grand 
Theater Building, Atlanta Georgia. 

Stove Founders’ National Defense Association, Boston, 
Massachusetts, May 11, 1920. R. W. Sloan, Secretary, 826 
Connell Building, Scranton, Pennsylvania. 

Hardware Association of the Carolinas, Imperial Hotel, 
Greenville, South Carolina, May 11, 12, 13, and 14, 1920. 
T. W. Dixon, Secretary, Charlotte, North Carolina. 

Southern Hardware Jobbers’ Association, Marlborough- 
Blenheim Hotel, Atlantic City, New Jersey, May 11, 12, 13, 
and 14, 1920. John Donnan, Secretary, Richmond, Virginia. 
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American Hardware Manufacturers’ Association, Marl- 
borough-Blenheim Hotel, Atlantic City, New Jersey, May 11, 
12, 13, and 14, 1920. F. D. Mitchell, Secretary, 4106 Wool- 
worth Building, New York City. 

Old Guard Southern Hardware Salesmen’s Association, 
Marlborough-Blenheim Hotel, Atlantic City, New Jersey, 
May 12, 1920. R. P. Boyd, Secretary, Knoxville, Tennessee. 

National Association of Stove Manufacturers, Boston, 
Massachusetts, May 12 and 13, 1920. Robert S. Wood, Sec- 
retary, National State Bank Building, Troy, New York. 

National Association of Sheet Metal Contractors, Peoria, 
Illinois, June 8, 9 and 10, 1920. Edwin L. Seabrook, Secretary, 
261 South Fourth Street, Philadelphia, Pennsylvania. 

winded 


RETAIL HARDWARE DOINGS. 








Alabama. 
Bryan Brothers opened a bicycle store at Bessmer. 
Samuel Hall, Mrs. Ruth Hallman and W. L. Moon have 
purchased the Burton Hardware Company at Oxford. 
IHMinois. 
Lupton and De Lay have sold their hardware business 
at Bulpit to A. B. Tewksberry. 


lowa. 

George Armknecht has sold his hardware store at Don- 

nellson to Albert Bentzinger and V. M. Schmidt. 
Kansas. 

The Hanlin Hardware Company at Hutchinson has been 
succeeded by Herbacker Hardware Company. 

The Paola Hardware Company at Miami has been sold 
to Andy Weir & Son and will do business under the name 
of the Weir Hardware Company. 

George D. Scott has sold 
Marion to Paul Hanstine. 


his hardware business at 


Wade H. Shan has bought the hardware business of 
J. B. Harris at St. Francis. 
Michigan. 


The Carlton Hardware Company at Calumet has been 

sold to the Portage Lake Hardware Company. 
Minnesota. 

Paul Latin has sold his interest in the hardware busi- 
ness at Amboy to Theodore and L. Krause. 

Mr. Osterlund intends to open a hardware 
Deerwood. 

Albert Bluhm has sold his hardware business at Hewitt 
to The Bertha Hardware Company. 

G. H. Cooley has sold an interest in his hardware busi- 
ness at Madelia to A. M. Bradbury. 

B. Fjetsam has sold his hardware store at Royalton to 
P. Kroll. 

F. Young has purchased half interest in the hardware 


business of A. D. Young at Waubun. 
Montana. 

The Three Forks Hardware Company at Three Forks 

has been sold to The Three Valleys Corporation. 
Nebraska. 

W. S. Rogers Lumber Company will open a hardware 
business at Ainsworth. 

C, A. Evans and Company will be succeeded in the hard- 
ware business at Beaver Crossing by G. A. Evans and Son. 

The Gallaway Hardware Company has succeeded the 
Hayburst and Gallaway Company in the hardware business 
at Loup City. 


store at 


North Dakota. 
Schuldt Brothers have sold their hardware business at 
trocket to J. C. Hutchinson and B. J. Knudson. 
Scuth Dakota. 
C. W. Duea has sold his interest in the Duea 
Nygaard hardware Store at Beresford to R. J. Seamans. 
Tennessee. 

John Baumgarten has purchased the interest of his part- 

ner, John Dickmann, in the hardware business at Decherd. 
Washington. 

B. F. Latham has sold his interest in the hardware busi- 
ness of Latham and Turner at Davenport to Fred F. Morse 
Hereafter the business will go under the name of Turner 
and Morse. 

Frank F. Benson will retire from the hardware business 
of Benson and Casels. He will be succeeded by his son, 
Vernon I. Benson. 


and 


Wisconsin. 

Fiskamp and Wildman will open a hardware business 
at Casville. 

W. M. Workman and Company at De Pere has been sold 
to F. W. Lawton, George Betz and T. S. Davis. The busi- 
ness will operate under the name of the Workman Hard- 
ware Company. 

H. A. Westlund and K. H. Westlund will open a hard- 
ware business at Lewis. 

Charles Tollefson and Robert Martu have purchased the 
hardware and implement business of Itten K. Klassy at 
New Clarus. 

Louis Wulf has sold his interest in the C. Wulf and 
Company Hardware at ‘Sawyer to Theodore Thompson 
of Lena. 

Christensen and Nelson, hardware, at Waupaca, have 
dissolved partnership. The business continues under the 
name of Nelson and Williams. 








_ 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 





— 











During the holidays when people are puzzling their 
wits to find suitable gifts for their friends, more than 
common — service 

is offered them in 






























ments as the one 
‘are these tnat contribute a real herewith re- 


service to the recipient and will be 


the most appreciated produced of the 





, Wester llard- 

we HAVE THAT a] 
Here Are a Few: i ; ; 
Company, which 


Pécket Knives .,...50c, 650, $1.06 


Fidsh Lights,............ 78e, 87c @Ppeared in the 
Auto MiProre ....secccce sees -G145 z. Os A nM geles 
Carving Sets .....-++0rs-e-+ 465 vening Fferald, 


Vacuum Bottles ..,-.-ceccees 185 
Gas Heaters eeee eee eerveee 2.75 
Pyrex Baking Dish .,,......- 1.75 


los Angeles, Cal- 
ifornia. It will be 


Seet Aluminum Tea Kettle, 35), noted from the 
Electric trons 2.....:.--+--. 652 listofarticles 
Gavory Roasters, large ...... 215 given by the 


3.85 


Auto Coveralls ......-+++00- 
235 


Jarm Ciocks er eeeee rere eee Western I ar d : 


Tool Grinders .......eeee+--+ 3.95 ware and Arms 
Auto Spotlights .....-...-.- 6.85 Company that 
Aluminum @ouble Boiler .... 1.95 | : 

3.85 there are no use- 


‘Vacuum Lunch Kits ........ 
Electric Toasters ... 
Aluminum Roasters ... 
‘Oil’ Meaters .....cccccccccees 


Food Grinder ...ccccesee--see 


Western Hardware 
and Arms Co. 


518 S. Main St. 


6.75 
2.45 
5.45 
1.87 are 
ities of a practi- 
but 
they are priced at 


less things cata- 


eeeeereeee 


logued. Not only 
the commod- 


cal nature, 








hgures which in- 





dicate fair deal 
ing. 


at a glance that the store does not take advantage of 






It is evident 


the increased demand of the holiday season to raise 
the price on these goods. This feature of the adver- 
tisement is certain to ‘impress itself upon prospective 
buyers and to dispose them to a favorable considera- 
tion of the merchandise offered by the Western | lard- 
ware and Arms Company. The list given is sufficient 
ly representative of the diversified stock of the store 
to convey the idea that the prospective purchaser will 
encounter no difficulties in having his wants supplied. 


The general run of cartoons which have been used 
for many years illustrating the phrase “Did it ever 
strike you?” have been so related in form that their 
very appearance on an advertisement was enough to 
cause the reader to lay it aside without a further 
glance. However, the originality in the illustration on 
the advertisement of The Warning Sheet Metal Com 
pany, Oshkosh, Wisconsin, which is reproduced here 
with from the Daily Northwestern, Oshkosh, Wiscon- 
sin, has a distinctiveness which attracts attention. 
Phen, too, it conforms to the business of the adver 
User. But cartoons of this type have only one func- 


tion, and that is, to arrest the attention of the reader 


If nothing of importance or of value is offered in the 
text of the advertisement the thought expended in 
creating the attractive lay-out is wasted. And it is 
the copy itself of The Warning Sheet Metal Company 
which is worth the name of a good piece of advertis- 
Did it Ever Strike You 

That the 
“busy is because we 





reason we are kept so 
give our cus 
tomers what the: want when the 
want it We are 


cute 


prepared to ey 
orders for anything in tha 
line of sheet metal work promptly 
and reasonably We 
materials and employ 
workmen 


THE WARNING SHEET METAL 00. 


67-69, Ceape Strect 


use the best 
only skilled 








ing. Declaring that their service, workmanship, and 


v 
metal are of a high quality, this company advertises 
the most that could be expected from a sheet metal 
contractor. If upon a trial the advertiser conforms 


his actions to his words his efforts are not wasted. 


* 


Wasting no time on particulars, the Worley lard 


ware Company, Reading, Vennsylvania, whose ad 

















sis — q vertisement is re- 
' i produced herewith 
Wor ey from the Reading 
Telegram, Read 

' Hardware Co. ing, Pennsylvania, 
New Name for informs the reader 
Obold Hardware Co.} that it has taken 
We Sell and Install the over the business 
“Novelty” f of the Obold 
Pipeless Furnace} Hardware Com 
Made by Abram Cox, Phila., Pa. ; pany. There is 
300 Penn St., Reading, Pa. H littl need for a 
L-— * retailer who has 


purchased a hardware business to go into elaborate 


details concerning the transaction nor make any glow- 
will the 


ing statements to the effect that he surpass 


service of his predecessor He should show his inten- 
tions by his actions. Merely to mention the fact of 
change of management is sufficient 

It can be noted that the Worley Ilardware Com- 
a profitable side 


the 


pany takes advantage of handling 


line. Stating the name of the manufacturer of 
pipeless warm air heater, as is done in the copy here- 
with, is good practice. It is taking advantage of the 
reputation of the maker of the article and adding to 
it by the reliability of the installer 

Don't run in a groove. Vary your advertising copy. 
lt is more effective. To dote on a single point of ad- 
\dvertise your 
entire business, not one particular portion of it. The 


sided thing are 


vantage in your business is narrow 


advertising possibilities of a one 


limited. 
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HEATING AND VENTILATING 








INVITES JOBBERS AND PRODUCERS OF 
WARM AIR HEATERS AND FITTINGS 
TO ATTEND MEETING. 


An invitation is given by the Western Warm Air 
Furnace and Supply Association, to all manufacturers 
and jobbers of warm air heaters and fittings to attend 
the meeting of that organization to be held Thursday 
February 26, 1920, at the Hotel Statler, St. Louis, 
Missouri. The invitation includes such manufacturers 
and jobbers whether members of the Association 
or not. 

The meeting is to begin at 10 o'clock in the morning 
of Thursday, February 26, 1920, and is to be devoted 
to the discussion of matters relating to the upbuilding 
of the warm air heating industry. The invitation is 
issued by John H. Hussie of Omaha, Nebraska, Sec- 
retary of the Western Warm Air Furnace and Supply 
Association. 

~o- 


AIDS THE PUBLIC AND DEALERS. 


Advertising will not raise the quality of a product. 
However, nothing is more helpful to the public, as 
well as to the advertiser, than to make known the su- 
periority of an article. First constructing its warm air 
heater so that it has many unusual features, The Moni- 
tor Stove Company, Cincinnati, Ohio, conducts exten- 
sive advertising campaigns to acquaint the people of 
the country with the particulars of its Caloric Pipeless 
I Warm Air Heater. In many of 
the most popular journals and 





magazines of the country can 
be found advertisements depict- 





ing the Caloric Pipeless Warm 
Air Heater. [rom 
coast thousands of people have 


fun coast to 


= been shown the construction of 
the pipeless warm air heater il- 


lustrated herewith, manufac- 
tured by The Monitor Stove 
Company, Cincinnati, Ohio. 


They have had explained to them 


through the medium of the 


Caloric Pipeless Warm 
Air Heater, Made by 
The Monitor Stove 
Company, 
Cincinnati, Ohio. 


printed page the advantages of 
pipeless warm air heating, and 
most particularly the desirability 
of installing a Caloric Pipeless Warm Air Heater. To 
the dealer who handles this make, the work of the 
manufacturers is valuable. 

in furthering his interests. 
this. 

to a 


It is money actually spent 

No installer will deny 
Dealers know that they must fully explain 
prospective purchaser the merits of the 
pipeless warm air heating system. Before selling 
a warm air heating plant, a good deal of preparatory 
work must be undertaken. Such preliminary work is 








taken care of in a very satisfactory manner by the 
type of advertisements now being widely published by 
The Monitor Stove Company. Its copy abounds in 
instructive illustrations. Technical are ex- 
plained in an absorbingly interesting manner. There- 
fore, when a dealer handles the Caloric Pipeless Warm 
Air Heater it is logical to believe that he will have 
less preliminary work to do in the selling of a pipe- 

The manufacturers directly aid 
Also, by constructing their prod- 


details 


less warm air heater. 
him in this respect. 
uct in accordance with the best principles, they insure 
complete satisfaction. Dealers who desire more ex- 
haustive information pertaining to the Caloric Pipeless 
Warm Air Heater than is contained in the foregoing 
should write to The Monitor Stove Company, 500 Gest 
Street, Cincinnati, Ohio. 
; — 


GETS PATENT FOR A GARAGE HEATER. 


United States patent rights have been granted to 
Otto J. Kuenhold, Cleveland, Ohio, assignor to The 
Scientific Heater Company, Cleveland, Ohio, a Cor- 
poration of Ohio, under number 1,329,716, for a 
garage heater described as follows: 

In combination, a casing provided 
with a burner chamber, a burner with- 
in said chamber, one wall of 
chamber being provided with an open- 
ing through which an igniting mem- 
ber may be inserted, means normally 
closing said opening and operable to 


said 





open the same only by insertion of 
said member, and a rubbing member within said cham- 
ber operable from the outside thereof. 
CATALOGUE IS STRONGLY BOUND AND 
PRESENTS MATTER IN HIGHLY 
INTERESTING MANNER. 








Neatly bound in cloth with the letters “Green [ur- 
nace Fittings” stamped in gold on the green tinted 
cover, the new catalogue now being issued by the 
Works, Des Moines, 


lowa, presents an attractive appearance. 


Green Foundry and Furnace 
This cata- 
logue is strongly bound and will stand much usage 
Installers can re 


will 


without any pages coming loose. 
fer to it often without reserve for fear that it 
fall apart. Not only is the Green Foundry and Fur- 
nace Works’ catalogue of a superior binding, but the 
manner in which its contents are written and ce 
scribed makes this booklet a desirable aid to the warm 
air heater dealer. The sizes of the warm air heater 
fittings are tabulated with the prices of each piece 
appearing on the same line. All the warm air heater 


fittings being adequately described and pictured, the 
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installer is greatly aided by means of the Green Foun- 
dry and Furnace Works’ catalogue to select the proper 
article. In the back part of this catalogue appears de- 
scriptions of a large assortment of warm air heater 
installation supplies, such as, Green’s Asbestos Fur- 
nace Cement, asbestos paper, dampers, damper clips, 
cast iron wood grates, and many other articles neces- 
sary in the work of installation. Warm air heater 
dealers will find this booklet instructive and helpful. 
Those desiring a copy should write to the Green 
Foundry and Furnace Works, Des Moines, Iowa. 


-+@e- 


GETS PATENT FOR COMBINED HOT AIR 
AND COLD AIR REGISTERS. 


Albert G. Scherer, Chicago, Illinois, assignor to 
The Excelsior Steel Furnace Company, Chicago, Llli- 
nois, a Corporation of Illinois, has procured United 
States patent rights, under numbers 1,329,802, and 
1329803, for combined hot air and cold air registers 
described in the following paragraphs : 

Number 1,329,802: 

A\ register for installation 
in an apertured partition of a 
building, comprising a cylin- 
drical register-wall of reticu- 
lated material adapted to be 
positioned so as to be inter- 
sected by said partition, covers 
for said register wall upon op- 
posite sides of said partition, 





a hot air pipe positioned with- 


1,329,802 in and concentric with said 


register wall the upper end ot 


\ which pipe is flared outward- 


4 . 
! 

AS 3) 
- ol lv and engages said registet 
wall mediate its height, a concentric cold air pipe 
forming a continuation of the lower portion of said 
register wall and surrounding said hot air pipe, an 
inverted conical baffle carried by the upper portion of 
said register and having its apex positioned above and 
at substantially the axis of said hot air pipe and a 
suitable heat-storing material disposed in said battle 
whereby the covers are protected from the heat aris 
ing through said central flue-pipe 


Number 1,320,803 : 




















In a register, the com- 
bination with a_ table 
ow Z? " * 
oll d 5 structure consisting of a 
«| Be 1 top and supporting legs 
co ¢ 4 o . . . 
A ieee errray of a cylindrical reticu 
-4 ae ' 
. i" lated shell connecting 
s \ 4 & “40 7 : 
x nt said legs; said shell pro 
‘A {0,8 28 : ° ° e 
~ ¢ » oo vided with a circumfer 
— i i —7+ - 
jt ——] ~5 ential cold-air inlet sec 
tion in its lower portion 
end a circumferential hot-air outlet section in the 


portion thereof above said inlet section, a cold-air 
pipe below and communicating with the lower end of 
said shell, a hot-air pipe disposed concentrically within 
said cold-air pipe and discharging through the upper 
portion of said shell with its upper portion flared out- 
wardly and engaging the same intermediate the top 
and bottom thereof, and a deflector depending from 





ry 
ee 


the upper edges of said shell with its walls converging 
downwardly into said hot-air pipe. 
-_ a+ _ 


IS STRONGLY BUILT THROUGHOUT. 


A strongly built warm air heater is depicted here- 
with, manufactured by the American Furnace Com- 
pany, St. Louis, Missouri. The Thermo Warm Air 
Heater is made of a high grade of cast iron. Due to 
the perpendicular formation of this warm air heater, 
it is said that it has advantages above the average 


make of similar products. Proper circulation of both 





Made by the American Furnace 


Heater, 
Company, St. Louis, Mo. 


Thermo Warm Aijir 


cold and warm air is insured in the construction of 
Warm Air Hleater, declare the makers. 
ash pit prevents the 
\ big radiating surface extracts 


the Thermo 
\ large accumulation of ashes. 
he feed door is big 
as great a portion of the heat from the fire as is pos- 
sible, state the makers. The combustion chamber is 
roomy providing for the consumption of all the gases 
fuel. and can be 


Removal of the bars is 


released by the lhe grate 1s strong 


easily operated simple. In 
short—every detail of the Thermo Warm Air eater, 
is built upon the principles which insure the most for 


Dealers should write to the Ameri- 


the money spent. 
can Furnace Company, 2725-27-31 Morgan Street, St. 
Missouri, for details concerning 
for Thermo Warm Air 


cee 


REGISTERS LACQUERS TRADE-MARK. 


Lous, complete 


| leaters 


Aavency 


The trade-mark reproduced in the accompanying 1l- 


lustration has been registered at the United States 
Patent Office by FE. I. Du Pont De 
Wouder Lac Nemours and Company, Wil- 


120.4155 ; 
mington, Delaware, under number 


Use is claimed for it since July 10, 1913, in 
no claim is made 


720,413. 
connection with lacquers. [lowever, 
by the Company to the word “Lac” as a technical 
trade-mark apart from mark shown in the drawing 


-e- _ 


How about increased distribution ? 
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PRACTICAL HELPS FOR THE 
TINSMITH 


PATTERNS FOR DOUBLE ANGLE TEE. an elbow angle placed in a side position. In looking 


ae at our sketch, neither the plan nor elevation are true 




















By O. W. Korue. lengths of tee, so we must develop that. 


In this drawing we take up a fitting as shown in In our working drawing A-B is the offset in plan 
sketch, where our tee forms an inclined branch with while b-C is the projection. This gives A-C as the 























Patterns for Double Angle Tee. 
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axis line. In our elevation A’-B’ is the rise of angle 
and b’-C’ is the offset. So by picking the elevation 
use A’-B’ and setting it as A-B” in plan, we have the 
true length B”’-C of branch, which will- extend the 
elevation as A’-C”,. 

After this we describe half section “M” and “N” 
and project the miter line 1’-4’-7’. This miter is a 
straight line and the section “N” can be dispensed 
with. Pick the girth from “M” and set as I-7-1 in 
pattern, measuring the length to hold to the true cir- 
Project the pattern and measure the 
in pattern and 


cumference. 


? ml ” 


distance 1’-7’ of elevation as 1’-7 
trace the curve 7”-4’ and 1’-7”-4’-1' will be the half 
pattern for opening. Observe it is this portion that 
falls off that can be used to mark out the opening. 

The angle elbow can be placed as 1’-r-S, and bi- 
secting it gives the miter line U-V. Extend lines from 
“M” to it and we have points 1”-2”-3”-4”, etc. Pro- 
ject these points into pattern, or step off the distances 
with dividers, and we also make the angle for miter 
cut of elbow. Care must be given to the starting point 
so the angle will face properly. Laps for edges must 
be allowed extra. 

aeiencesniiilliiias 


MICHIGAN SHEET METAL MEN ISSUE 
PROGRAM OF COMING CONVENTIONS. 


The matter of apprenticeship, the labor problem, 
the importance of a cost-finding system, and discus- 
sion of methods of enforcing the new law regulating 
the installation of warm air heating plants, are some 
of the topics which will engage the attention of the 
forthcoming convention of the Michigan Sheet Metal 


Contractors’ Association, to be held March 2, 3, and 4, 


1920, in the Auditorium, Saginaw, Michigan. The 
program in full is as follows: 
Program of Convention of Michigan Sheet Metal 


Contractors Association, to Be Held March 2, 3, and 
4, 1920, in the Auditorium, Saginaw, Michigan. 
Monday, March 1, 1920. 
7:30 p.m. Meeting of the Executive 
tary’s room at Hotel Bancroft. 
Tuesday, March 2, 1920. 


Tuesday Morning. 


toard in Secre- 


Reception of delegates. 

Look for the Yellow Bus, as it will meet all trains and 
be at your service during the entire Convention. 

X:00 a. m. Opening Exhibit Hall. This 
open until 9:00 p. m. 

10:30 a.m. Opening Session. 

\t Convention Hall, Auditorium. 

\ddress of Welcome by Mayor Ben Mercer. 

Response by H. M. Snow, Kalamazoo. 

\ppointment of Special Committees by President. 

\djournment. 


will remain 


Tuesday Afternoon. 
2 p.m. Furnace Session. 
his session will be devoted entirely to warm air heater 
problems and a thorough discussion of the new law regu 
lating the installation of warm air heating plants. Ways 
and means for the enforcement of this law will be advanced 
and necessary amendments suggested to make it more 
etiecti €. 
Tuesday Evening. 
-xhibits open to the general public. 
‘15 p.m. Saginaw Local will- furnish entertainment 
he Jeffries Theater, having bought the house for this 


occas 


a+ ¢ 


Wednesday, March 3, 1920. 
Wednesday Morning. 


'0 a. m. Executive Session. (For Active Members 
lection of Officers. 
Selection of next Convention City. 


Neports of Secretary and Treasurer. 


General business. 

9:30 a. m. Travelers’ Auxiliary Meeting at the Hotel 
Bancroft. 

Wednesday Afternoon. 

12:00 noon. Exhibit Hall open until 2:00 p. m. 

2:00 p. m. General Session. 

Ten-minute Talks as follows: 

“Apprenticeship,” A. M. Basman, Detroit. 

“The Value of the Use of Power Machinery,” J. A. 
Temple, Kalamazoo. 

“The Labor Problem,” A. N. Case, Jackson. 

“The Need of a Cost System,” R. C. Mahon, Detroit. 

“Our Prospects for Obtaining Material in 1920,” by rep- 
resentatives of American Rolling Mill Company, Follansbee 
Brothers, and The Whitaker-Glessner Company. 

A general discussion will follow each of these talks. 

Awarding of Prizes. 


* 4:00 p. m. Exhibit Hall will be opened and remain open 
until 6:00 p. m. 
6:30 p. m. Banquet and entertainment at the Bancroft 


Hotel given by the Travelers’ Auxiliary Association. 
Thursday, March 4, 1920. 
Thursday Morning. 

9:00 a. m. Opening Exhibit Hall. 
until the Convention closes. 

9:30 a. m. The entire day will be given over to the 
Saginaw Local Association for blackboard demonstrations 
on overhead and cost system. 

4:00 p. m. Closing of exhibits and close of the Con- 
vention. 


This to remain open 


Contest Prizes. 

To the Local Association whose district has secured 
the most members for the year, a cash prize of $25.00 will 
be given. 

Every member who buys from eight or more exhibitors 
will be given an umbrella. 

First prize to the individual traveler securing the most 
members—Traveling Bag. 

Second Prize—Silk Umbrella. 

Third Prize—Shaving Outfit 

Suitable prizes will also be awarded to the following: 

Dealer attending from the farthest point. Prize donated 
by Saginaw Association. 

Traveler having been on the road the greatest number 
Prize donated by Flint Association 


of years. 
Dealer. Prize donated by 


Handsomest 
ciation. 

Homeliest Dealer. 

Handsomest Traveler. 
ciation. 

Homeliest Traveler. 
sociation. 

Membership contests close 
afternoon 


Detroit Asso 


Prize donated by Jackson Association. 
Prize donated by Lansing Asso 


Prize donated by Battle Creek As- 


at 2:00 o’clock Wednesday 


= 


REPORTS BUSINESS IS PROSPERING. 


The Cicero-Chicago Corrugating Company, 1538-4 
42-44-46 lifty-first Court, Cicero, Illinois, a compara 
tively new firm, is prospering and reports its business 
as being good. KE. A. Robertson is the president of this 
W. I*, \\ aller, Llibbard 
Spencer, Bartlett and Company, is vice-president ; and 
\. P. Siersma, also formerly with Hibbard, Spencer, 
Mr. Waller was 
Bartlett 


company ; formerly with 


Bartlett and Company, is secretary. 


sales manager for Hibbard, Spencer, and 
Company for a good many years. 


ee 


OFFERS SOLUTION OF PROBLEM. 


The problem of making seams on a galvanized sheet 


metal roof hold against freezing and thawing was 
presented on page 66 of the February 14, 1920, issue 


of AMERICAN ARTISAN AND HarpWARE ReEcoRD, by 


N. Trumbull of Williamston, Michigan. — |e 
for suggestions which would aid him in solving the 


The following letter has been received in 


asked 


difficulty. 
response to his request: 
RECORD: 

In your issue of February 14, N. Trum- 
bull of Williamston, Michigan, wants suggestions in 


To AMERICAN ARTISAN AND HARDWARI 


120), Mr. 
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regard to installing gutters as per his drawing. Now, 
inasmuch as the owner does not want a square gutter, 
| would suggest that he cut off the lower edge of the 
galvanized standing seam roof far enough back to 
prevent backing up into the standing seams and join 
the two roofs together in the form of a large valley, 
giving the work fall enough to run the water by rais- 
ing the sheeting to a high point and running to a point 
at the bottom. 
Yours truly, 
G. W. ARNOLD. 
Roodhouse, Illinois, February 19, 1920. 
- ian ae 
DECLARES THAT AMERICAN ARTISAN IS 
A GREAT HELP. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 
I surely do look forward to Monday mornings when 
i receive your excellent journal. It certainly is a great 
| read it every week from cover to cover. 
Yours truly, 
GEORGE MUENCH. 


help to me. 


l‘reeport, Illinois, kebruary 16, 1920. 
ee 
PRAISES AMERICAN ARTISAN. 
To AMERICAN ARTISAN AND HARDWARE RECORD: 

()f special value to me are the pattern features and 
trade prices in your journal. I get benefit from every 
page of every issue. 

Yours truly, 
Epwarp B. BRAND, 

St. louis, Missouri, February 17, 1920. 

oo 
NOTES AND QUERIES. 


Acid Cups. 
From Sherman Gréen, 70 North Fourth Street, Fargo, North 
Dakota. 
Can you inform me where | can secure acid cups ? 
Ans.-—Kimble Glass Company, 402 West Randolph 
Street; Deegan Supply Company, 116 West Illinois 
Street; I. H. Sargent and Company, 155 East Supe- 
rior Street; all of Chicago, Illinois. 
Manufacturers of Nickeloid. 
From C. S. Norton, Miller-Waterman Company, Cumberland, 
Wisconsin. 


Kindly advise where we can secure a strip of nickel- 
oid large enough to cover a table top two feet seven 
inches by eight feet four inches. 

Ans.— American Nickeloid Ili- 
nois; Merchant and Evans Company, 347 North Shel- 


Company, Veru, 


don Avenue, Chicago, Illinois. 
“Progress’’ Furnace. 

Irom C. A. Tyden, 4638 Monticello Avenue, Chicago, Illinois. 
Kindly inform me who makes the Progress furnace. 
Ans.— Richardson and Boynton Company, 171 West 

Lake Street, Chicago, Illinois. 

Round Pipe Galvanized. 

From E. Ashba, Huntsville, Ohio. 
| would like to know where I can purchase round 

pipe galvanized, eight inches and ten inches in diame- 

ter, twenty gauge iron riveted. 

Ans.—Atlas Sheet Metal Works, 13 West Illinois 
Street, Chicago, Illinois; Robertson Brothers Manu- 
facturing Company, 5401 Western Avenue, Chicago, 
Ilinois; W. E. Lamneck Company, Columbus, Ohio; 
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F. Meyer and Brother Company, Peoria, Illinois, and 
Michigan Safety Furnace Pipe Company, Detroit, 
Michigan. 

Quadrants Galvanized or Plain. 

From Thomas W. Cox, Haynes-Langenberg Manufacturing 
Company, 4045 Forest Park Boulevard, St. Louis, Mis- 
sour. 

Can you tell us where we can secure quadrants in 
either galvanized or plain? 

Ans.—Parker Supply Company, 785 East 135th 
Street, New York City; Pace Manufacturing Com- 
pany, 123 Liberty Street, New York City; Central 
Heating Supply Company, 129 West Lake Street, Chi- 
cago, Illinois ; Friedley-Voshardt Company, 733 South 
Halsted Street, Chicago, Illinois. 

Nickeloid. 

From J. P. Nelsen, Henriksen and Nelsen, Ringsted, lowa. 

I would like to know where I can purchase nickeloid. 

Ans.—Merchant and Evans Company, 347 North 
Sheldon Street, Chicago, Illinois; American Nickeloid 
Company, Peru, Illinois. 

Copper Revolving Ventilators. 

From C. Perrault, Novelty Sheet Metal Works, San Diego, 
California. 

Will you please tell me where | can purchase twen- 
tv-four sixteen inch one hundred sixty ounce copper 
revolving ventilators for Government buildings ? 





Ans.—Berger Brothers Company, 229 Arch Street, 
Philadelphia, Pennsylvania; Burgess Soldering Fur- 
nace Company, Columbus, Ohio; Friedley-Voshardt 
Company, 733 South Halsted Street, Chicago, Illinois ; 
May-Fiebeger Furnace Company, Newark, Ohio; 
Milwaukee Corrugating Company, Milwaukee, Wis- 
consin; Northern Corrugating Company, Green Bay, 
Wisconsin; Rock Island Manufacturing Company, 
Rock Island, Illinois; Standard Furnace and Supply 
Company, 407 South toth Street, Omaha, Nebraska. 


Registers for Pipeless Warm Air Heaters. 
From Oleson Hardware Company, Elkhorn, Wisconsin. 


Kindly advise who makes registers for pipeless 
warm air heaters. 

Ans.—Central Heating Supply Company, 131 West 
Furnace Supply Manu- 
Independent 


Lake Street, Chicago, Illinois ; 
facturing Company, Cleveland, Ohio; 
Register and Manufacturing Company, 707 [rank- 
tord Avenue, Cleveland, Ohio; The Hart and Cooley 
Company, Incorporated, New Britain, Connecticut, and 
73 East Lake Street, Chicago, Illinois; The Tuttle and 
Bailey Manufacturing Company, New York City and 
225 West Lake Street, Chicago, Illinois; Walworth 
Run Foundry Company, West 27th Street, Cleveland, 
Ohio; Standard Furnace and Supply Company. 407 
South roth Street, Omaha, Nebraska; W. E. Lamimeck 


Company, Columbus, Ohio. 
Machine for Making Rope Ties and Halter Leads Out of Twine. 


From George F. Ward Hardware Company, Granville, Ill- 
nols. 
Can you tell me who manufactures a machiuic to 
make halter leads out of twine for domestic use only?’ 
Ans.—Alexandria Halter FT actory, Alexandria, 
Ohio; Covert Manufacturing Company, Troy. New 


York. 
Art Glass Letters. 
From E. W. Bailey, Central Hardware Co.,-Spencer, («wa 
Will you kindly inform us where we can art 
glass letters such as are used in electric signs: 
Ans.—Flexlume Sign Company, 35 North De: 
Street, Chicago, Illinois. 


horn 
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1,329,794. Sheet-metal Roofing Plates. Henry E. Moo-  assignor to North Bros. Mfg. Co., Philadelphia, Pa., a Corpo- 


maw, Chattanooga, Tenn. Filed Oct. 31, 1919. ration of Pennsylvania. Filed July 11, 1918 

1,329,826. Broom: William M. Christopher, Amsterdam, 1,330,147. Clothespin. George W. Stitzer, Mahanoy City, 
N. Y. Filed May 2, 1918. Pa. Filed April 20, 1918. 

1,829,855. Clothesline Support. David Elmer Rogers, 330,151. Wrench. Harry Washington Watson, Mem- 


phis, Tenn. Filed March 29, 1919. 


Dunlap, lowa. Filed May 2, 1919. 
1,330,157. Metallic Fencepost. Brooke Anderson, High- 


1,329,860 Fence Wire Carrying Rig. Albert L. Scholl 


meyer, Killdeer, N. D. Filed June 18, 1919. land Park, Ill. Filed May 1, 1919 

1,329,912. Knife. Elias Lewis, Terre Haute, Ind. Filed 330,168, Latch. Owen J. Carter, Memphis, Mo. Filed 
April 29, 1919. July 24, 1919 

1,529,938. Window Silencer. Joseph J. Szepe, Pittsburgh, 1,330,205. Spring Clothespin. John W \icKeehan, 
Pa. Filed May 24, 1918. terkeley, Calif. Filed March 3, 1916, 

1,329,961. Mop and Wringer Therefor. Robert W. Don- 1,330,209. Cooking Utensil. Charles A. Massing, Mill- 
ley, Philadelphia, Pa. Filed April 12, 1919. creek township, Erie county, Pa., assignor to Griswold Man- 

1,329,970. Drill Jig. Henry J. Hauser, Chicago, Ill ufacturing Company, Erie, Pa. a Corporation of Pennsyl- 


vania. Filed Nov. 25, 1918 
1,330,213. Ax. William R. Munzer, Marcy, Minn. Filed 
July 25, 1919. 


Filed Nov. 27, 1918. 
1,329,971. Sharpener. Henry Hunt, Kokomo, Ind. Filed 
Aug. 12, 1919. 


1,329,977. Window Lock. Stefan Krafka, Chicago, III. 1.330.228. Gas Heater. James W. Ashbaugh, Bremen, 
Filed Feb. 12, 1919. Ohio. Filed Jan. 5, 1918 
1,329,989. Jar Receptacle. Rosie M. Mowery, North stitial 
Yakima, Wash. Filed May 6, 1918. TAKE CAREFUL STOCK OF CREDITS. 
1,330,017. Stove. Elizabeth White, Boone, Iowa. Filed 
May 26, 1917. : 
1.350,030. Safety Razor. Morgan Parker, Newport, R. | Collections are always a vital part of business, and 
Filed Nov. 23, 1915, with conditions as they are just now it is worth whil 
1,330,042. Saw-filing Tool. Frank Knizek, Doty, Wash. not only taking stock of your credits and accounts 


Filed March 31, 1919. 
130,053. Spiral Tool Driver. Frederick Booth, Laporte 
Ind. Filed June 15, 1918. 


Lut taking stock of them most carefully. In the past, 
too many merchants have been timid about demanding 


1,330,069. Proportional Measuring Instrument. Henry What is rightfully their due, the prompt and regular 
L. Fischacher, Chicago, Ill. Filed Dec. 12, 1917. settlement of accounts. 
1350,082. Clothesline Su eter Marthi . . 
$ sline Support. Peter Marthinus Lund, The tendency will be to put business on a soundet 


Brooklyn, 2 Filed Sept. 5, 1919. 

1,330,107. Household Article. William A. Yonick, Phil- 
adelphia, Pa. Filed May 15, 1919. 

40,111. Chuck. Thomas J. Fegley, Philadelphia, Pa, and seller in turn. 


basis. The result will benefit both buyer and seller. 


Therefore, it will benefit all; for we are each buyer 
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PRESSURE OF DEMAND FOR STEEL 
PRODUCTS OF ALL KINDS 


The general shortage in all lines of steel products 


shows practically no improvement. Demand con- 


tinues unabated. The situation as regards transpor- 
tation, the worst handicap under which the industry 
is laboring, has shown no improvement. Heavy 
storms over the East have slowed down service still 
more and numerous embargoes have been placed by 
roads, and the net result to the steel industry is an 
exaggeration of the ill effects caused by previous ad- 
verse factors. 

Many of the leading manufacturers have large 
stocks of finished steel piled up in warehouses and are 
unable to get this stock to consumers. The supplies 
are badly needed in all lines, yet the producers are 
helpless to move stocks even after they are through 
the mills. Coal and coke supplies are curtailed by the 
shortage, which thus hits the industry at both ends 
and generally in the middle, too. 

(ne of the outstanding features of last week was 
the issuance’of the unfilled tonnage statement of the 
leading interest, showing another gain of more than 
1,000,000 tons of business which brings the total to 
the highest point reached in the rush of war business 
last year. There has been much argument pro and 
con in the industry as well as in financial circles, as to 
the real meaning of this advance. Some hold that the 
corporation is endeavoring to do its bit in cutting 
down the tremendous demand by accepting all the 
business it can possibly handle, and inasmuch as the 
leading interest is holding to the lowest list price in 
the industry this would be a factor worthy of mention. 

On the other hand it is argued that the large gain 
represents a curtailment of production and inasmuch 
as shipping figures for the period are not available 
the matter is merely one for conjecture for the out- 
sider. Whatever the answer, the fact remains that 
the steel industry is working under a demand from 
domestic that is sufficient to maintain the 


mills at full capacity for a long period without an ad- 


sources 


ditional ton of new business and the only question is 
how much the mills care to accept. The market is in 
the hands of sellers altogether and consumers are 
offering fancy prices in the shape of premiums wher- 
Sheet mills 
are sold up far ahead and the sheet market is practi- 
Automobile manufacturers are 


ever it might be possible to locate stocks. 


cally bare of supplies. 
scouring the trade for any sort of stock and are meet- 
ing with little success. Nails are in tremendous de- 
mand, a demand beyond the power of the trade to 
fill, and while the foreign market is clamoring for 
American steel, the outlook is that domestic ste? mills 


will have all they can do to cope with the home de- 





mand until they can operate at capacity and hav 
unlimited transportation to facilitate deliveries and 
receipt of raw’ materials. 

STEEL. 

The tremendous inquiry for steel products, finished 
and semi-finished, is so strong that in many cases con 
sumers are offering premiums scaling from S40 to 
$80 per ton for stocks without much success. The 
mills are booked ahead as far as they care to venture 
and it is a rare order that is accepted. There has been 
no improvement in the transportation situation and 
the lack of sufficient rolling stock is aggravating the 
shortage considerably by holding up deliveries of the 
finished product which is thus taking up valuable space 
in the mill warehouses. 


Automobile manufacturers are in the front rank 
of those suffering from .the shortage. Nineteen 


twenty was to be a record year for the industry, but 
because of the lack of steel as well as other necessi 
ties manufacturers are meeting considerable difficulty 
in meeting deliveries against orders. 

COPPER. 

The most interesting feature in the domestic cop- 
per market is the improved export buying. Evidently 
foreign consumers remained out of the market as 
long as possible but were forced into buying by their 
urgent needs. Instead of making purchases of im- 
portant tonnages, however, which would be made un- 
der normal conditions of exchange, buying is con- 
fined to relatively small lots. Another important fact 
is that.most of the buying for export in the last few 
days has been for conversion into finished shapes by 
American plants. The shortage of labor and lack of 
coal in Europe makes this method of purchasing ad- 
vantageous to foreign manufacturers for the time 
being. 

The copper market as far as domestic demand is 
concerned remains dormant, and larger consumers 
have not yet decided about their foreign requirements. 
Speculative copper is still offered, but tonnage is just 
sufficient for the small routine demand which comes 
up to the market for supply every day. Despite the 
unfavorable exchange the producers’ export associa- 
tion has closed several sales, af a price higher than 


the domestic price. Great Britain seems to have dis- 
posed of all the copper surplus accumulated at the 
close of the war, as no more statistics will pub- 
lished. 

While present domestic consumption of copper I 
of fair proportion, consumers still pursue a iting 
policy, and buying remains within the routine limits. 
Producers maintain their quotations, but there are 
enough offerings in the outside market at 4 to '2 ceml 

de- 


under the producers’ figures to supply every’ 
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mand. Congested shipping facilities are holding up 
shipments of raw and refined copper, and as dealers’ 
holdings ‘are not a large tonnage, consumers soon will 
have to enter the producers’ market. 


TIN. 

The market on Straits tin for delivery from impor- 
tation is constantly fluctuating in sympathy with ster- 
ling exchange. Some of the trade are puzzled by the 
continued advance in tin in London and Singapore 
where, at the latter place the price has made a new 
high record of £404 10s, c. i. f. London. But it is 
quite logical that high prices abroad should rule with 
i low price per pound sterling. 

In London and Singapore goods are bought and 
sold in pounds, shillings and pence and the values of 
these goods are therefore bound to fluctuate in a large 
measure according to the value of sterling. The de- 
cline in sterling has depreciated its buying power by 
30 per cent, and therefore it is no wonder that prices 
of commodities in the British dominions have been 
raised to overcome this depreciation, in fact it is not 
This week’s 





a matter of choice but one of necessity. 
Singapore price for Straits, tin is the highest it has 
ever been at £404 10s, but the price in this country 
is not only far below the high level of 1917, but is 
actually 12 cents per pound below the price fixed by 
the American Government for the eight months or 
more ending June 23, 1919. At $4.86 exchange, £404 
10s would equal 87.76 cents per pound, while at the 
current rate of $3.35, it equals 60.49 cents, a difference 
of 27.27 cents per pound or, measured by our annual 
requirements of 60,000 tons, to $36,650,880 per annum 
LEAD. 

The lead producers report a good consuming de- 
mand and an upward price tendency. The condition 
of output at some works is still unsatisfactory on ac- 
count of labor conditions, influenza, etc., but at others 
the labor situation is reported as showing improve- 
ment. 

In the Chicago market sheet lead in full coils has 
advanced 25 cents per 100 pounds, from $11.50 to 
$11.75, and sheet lead in cut coils an equal amount, 
from $11.75 to $12.00 per 100 pounds. 

SOLDER. 


No further changes have occurred in the Chicago 


solder market. The prices now in force are: War 
ranted, 50-50, per pound 38.50 cents; Commercial, 
and Plumbers’, 33.75 


15-55, per pound 36.10 cents; 
cents per pound. 
ZINC. 
There is a strong expectation that domestic zinc 
business will show a decided increase in the near fu- 
lure, particularly as the orders lately received from 
the brass manufacturers indicate probable demand 
from a source which has been lacking for practically 
the entire period since the armistice. 
The firmer market of last week-end had been largely 
on the advance in foreign bids, made possible by the 
advance in sterling exchange, and with this support 


withdrawn the market is unsettled. Cables attribute 
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the London decline to heavy realization sales. 

If the foreign buyer must absolutely have the zinc, 
the increased cost through the lower value of sterling 
might be passed up to him, but if this were attempted, 
it is quite likely that purchases would be curtailed, 
surplus stocks accumulate in this country and prices 
decline through supply exceeding demand. 


TIN PLATES. 

The tin plate situation is of such a nature that 
manufacturers are refusing practically all new busi 
ness. Comparatively little progress has been made 
toward reducing the accumulation of orders which 
piled up during the last quarter of 1919, owing to 
fuel conditions. Lack of 
and scarcity of cars combine to hold back production 


abnormal labor and steel 


and deliveries. In the Chicago market coke plates 
have advanced 50 cents on each class 
SHEETS. 

The situation existing in steel sheets today is merely 
an exaggerated version of the entire steel industry. 
Stocks of sheets are about exhausted and supplies are 
restricted to a few odd lots which are closely held and 
for a while some fancy prices have been offered. 
Sheet mills are overburdened with orders and could 
have a great many more did they care to accept 
further obligations at the present time. 

In the Chicago market, One Pass Cold Rolled Black 
Sheets have increased 50 cents per 100 pounds in all 


~~ 


gages and galvanized sheets have advanced 75 cents 


per 100 pounds in all gages. 


OLD METALS. 

Wholesale quotations in the Chicago district which 
may be considered nominal are as follows: Old steel 
axles, $33.00 to $35.00; old iron axles, $35.00 to 
$36.00 ; steel springs, $25.50 to $26.50; No. 1 wrought 
iron, $27.00 to $28.00; No. 1 cast, $38.00 to $39.00, 
all net tons. Prices for non-ferrous metals are as fol- 
lows, per pound: Light copper, 141% cents; light brass, 
cents; cast alu 


~I7 


y'% cents; lead, 5% cents; zinc, 5% 


minum, 24% cents. 


PIG IRON. 

Southern Foundry Number 2 pig iron has advanced 
in the Chicago market from $45.00 to $46.60, asic 
from $40.00 to $43.00, Lake Superior Charcoal from 
$47.50 to $57.50-$60.50, and Malleable from $41.00 
to $43.00. 

The unprecedented demand for pig iron and_ the 
unfavorable working condition at the furnaces hav 
created the most serious shortage for iron that eve 
confronted the industry. Productions of pig iron has 
not kept pace with the expanding consumption, and 
absence of exports the furnaces art 


even with the 


unable to supply the domestic demand. (Great demand 
is noted for immediate shipments. Large consume 
who thought they had arranged for their requirement 


now find that they are not getting the iron that they 


expected and must look elsewhere for their immediate 
upply. The automobile interests in Detroit have |x 

come one of the most important factors in the pig iron 
situation, and the recent buying there has been ot 


great tonnage. 
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Current Hardware and Metal Prices. 
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BOs Bhcccccece .+.-per 100Ibs. 8 45 DuPont's Sporting, kegs..... $11 25 
Ne. Wosecccccecces per 100 lbs. 8 60 “ 4 kegs... 3 10 
No. 28 eeeeeeeeeees per 100 Ibs, 8 75 DuPont’ 's Canisters, 1 ae 56 . 2 . 
NO. 30....ccccccere per 100 lbs. 9 25 “ Smokeless, drums.... 43 50 Siagle Bitted (without handles). 
“ “ ° k ne 22 00 Prices 
st - Pires teeee ao Warren Silver Steel. . on applicatior 
OGE.. » 0 Warren Blue Finished. we 
WELLSVILLE POLISHED STEEL > canisters.. 100] Matchless Red Pole......... $11 50 
.. & R. Orange, Extra Sporting 
4 * ee per 100 lbs. $7 10 hn sti cad aban aaees 11 25 
Pe MBs xcacta per 100lbs. 7 20|:.. & R. Orange, Extra Sporting ; 
Bi Biiwscacnsceaaa per 100lbs. 7 20 “Megs... .- sees e veneers 5 90 | Double Bitted (without handles). 
TET scssctenuaaial per 1001bs. 7 40). & R; Orange, Extra Sporting . || Warren's Natl. Blue, 34 to 44 
NO. 28.....cccccees res 7 ae oe wes Beit ER Prices on application 
L. & R. O ' 
r ge am oa apes 56 | Theabove prices on axes of 3 to 4 lbs. 
L. & R. Orange, Extra Sporting are the base prices. 
KEYSTONE HAMMERED 4 lb. canisters....... tee 32 
POLISHED STEEL. L. & R. Orange, Extra Sporting 
i ND, 5s 0cranes 22 
2 aa Hercules“E.C.” and “Infallible’’ AGS, PAPER NAIL. 
es = nego ns SO can drums........... 43 50 . 
eeceeoceccees Hercules “E. C.," kegs......... 22 50 | Pounds..... 10 16 20 25 
Hercules “E. C.,"" 4-kegs....... 11 25 | Per 1,000....$5 00 6 50 7 50 9 00 
Hercules “Infallible,” 25 can 
BAR SOLDER. DP Citiscecsaswameke 22 00 
Hercules “Infallible,” 10 can 
Warranted, 50-50... per 100 Ibs. 38 50 enced ter 9 00 BALANCES, SPRING. 
Commercial, 45-55 ...... {{ 36 10] Hercules “E. C.,"’ }-kegs....... 5 75 
° 6S  @€0 @ale...«: ccm moe... 2060.6.000.0.66 |S SeeemMccececeoesqeesoeseesoses 20 
Plumbers). ...eeseesseee fs 33 75| Hercules“E.C.” and“‘Infallible’’ Felouse % 
PI giteecckan eens 1 00 
Hercules W. A. .30 Cal. Rifle, — 
canisters cocee . 
“eee eee een ene BARS, CROW. 
ZINC. Hercules Lightning Rifle, coal 
CAMISCETS... 200-2000 0+5- 5 | Pinch or Wedge Point, per cwt... .$8 50 
Inclabe..... seeeeeceececeeeses LOC] Hercules _Sharpshooter_ Rifle, 
Cx cnecccsednns 1 25 
Hercules Unique Rifle, canisters 1 50 
SHEET ZINC, Hercules Bullseye Revolver, BASKETS. 
— Gi ge ckdscenesass 00 | Clothes. 
ee ee ee Be Small Willow........ per doz. 15 00 
Less than cask lots......... 13}-13$c ANVILS. Medium Willow...... “ 17 00 
Solid Wrought........ 23 & 23% per lb. Large Willow........ “ 20 00 
COPPER. 
“ : ao Rete rol —e Galvanized Stee. bu. 1 bu. 14 bu. 
Copper Sheet, base....... ennui 29$¢ ap tanal lgcperlb.| Perdoz...... $11 50 $17 00 $22 00 





BEATERS. 
Carpet. Per doz. 
ue 7 Pinned Spring Wire. . a 10 
° pring Wire coppered. . 1 50 
Seth ls» 0006660866040 75 
Ege. Per doz. 
No. S50 Imp. Dover ........ $110 
No. 102 “ = inned... 1 35 
No. 150 “ “ hotel.... 2 10 
No. 10 Heavy hotel tinned.. 2 10 
No. 13 - - - o« 
No 15 iT) Ty oe 3 60 
maa 6S hUme = 4 50 
Hand. 
8 9 10 12 
Per doz.$11 50 13 00 14 75 18 00 
Moulders’. 
ae ...-Per doz. 20 06 
BELLS. 
Call. 
3-inch Nickeled Rotary Bell, 
Bronzed base...... per doz. $5 50 
Cow. 
SE isccvatedesseeassccss 30% 
Door. Per doz. 
New Departure Automatic...$ 7 50 
Rotary. 
3 -in. Old Copper Bell ...... 6 00 
3 -in. Old Copper Bell, 1 - sada 8 00 
3 -in. Nickeled Steel B 6 00 
34-in. Nickeled Steel Ball 6 50 
Hand, 
end Bell polished - List, lus 5p 
White M Metal. seecoee P 3% 
Nickel Plated........ <a 5% 
PE ccsagnteseceses ” 10% 
Miscellaneous. 
Church and School, steel alloys ..30% 
Farm, lbs... 40 50 75 100 
Baech....... $3 00 375 5 SO 7 25 
BEVELS, TEE 
Stanley’s rosewood handle, awe 
errr oT TTT TS CTT TT et Ne 
Stanley's iron handle............ Nets 
BINDING CLOTH 
ie ..  2ceccnseseeseceneneas 55% 
Ee eu entneeeeeetenekeees 40% 
Brass, plated.........eccecseseed 60% 
BITS. 
Auger. 
—| a er 
Se he pha eee List plus 54 
Pord's Ship. pele 35% 
Russell Jennings.............-20% 
Clark’s Expansive.........-- 33h 67 
Steer’s “‘ Small list, $22 00. 5% 
“  “ Large “ $26 00 5% 
NOE |. scinaxkeudasees 35% 


Car 
Ship Auger pattern 
Ford's ip Aug eee plus 5% 


GE: ccvasenbaes onan 
NN, « «ceteneneadbeawaesss ese 10% 
Countersink. 

No. 18 Wheeler's . per doz. $2 25 
No. 20 “ 3 00 
American Snailhead.. = 1 75 
Rose * a 2 00 
" F- “ 1 40 
Mahew’s | ae - 1 60 
Snail. “ 1 90 
Dowel. : 
Russell Jennings........--- 20% 
Gimlet. 
Standard Double i 51 10-51 
Counterdials......0esccees Doz. 1 80 
Reamer. 
Standard Square........ Doz 2 50 
American Octagon. . . « 250 


Screw Driver. 


No. 1 Common.....- 





No. 26 Stanley. ...+« 
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eee , Stove. (See Polish) 
ADES, SAW. 
Butchers’. 
Standard, } & l}-in........... Net, 
CL, cf crdadecasene aa ™ 
Di Kabscecbeadneeadewaddawe . 
Hack. 
Shitdnsdaccabinocus | 
Pb osteicnenpassanivienines Nets 
Wood. 
Disston 
ee 6 66 26 
$8 00 5@ 00 
Atkins es 
Sees 2 14 18 
$385 $650 $475 
BLOCKS. 
Snatch. 
Wooden........ errr. |. 
Tackle. 
Iron Strapped............ Plus 10% 
BOARDS 
Stove. 
Wabash Crystal......... Net Prices 
Wabash Oriental......... a 
Wabash Mosaic...... = 
Wabash Delft Becmeied.. 7 
Wabash Art Inlay....... “a 
Wash. 
No. 760, Banner Globe, single) 


Sat ah is indie aia kaon perdoz.$5 25 


. 652, Banner Globe, (single) 
6 75 


801, Brass King.. 8 25 
. 860, Single—Plain Pump 6 25 


BOLTS. 
Carriage, Machine, etc. 
Carriage, }x6 and sizes amaller. 
Sr CNS «ckedaebaneee - 30% 
Carriage, sizes larger and longer 
lan « xigenchescenans 20% 
Machine, jx4 and sizes smaller 
CL  sencneanewae 35-5% 
Machine, sizes larger and long- 
OP GN lis 6c ccesceuecees 28-5 
i dc icusnsnansnn meee eenes 
Se eiateuk wakdkdedied ack naan 70% 
Mortise, Door. 

i Ri aukecnee penne 

Gem, bronze plated........... 5% 
Barrel. 

Gath. 5000s eeeees eer 

| eee —_— 

Wrought, bronzed..........-.. “* 
Plush. 

Wrought. eeeeeeeces evcecscescee % 
Spring. 

Se icone, 

Wrought, heavy......-sesee0+ “* 
Square. 


Weength..ccccccccccccsccccee & 


BORERS. 
Angular. 
Miller's Falls....... per doz. 
Sill borers, No. 51... 


Bung. Doz. 


Enterprise Mfg. Co.'s No. 1....10 
Hy # * No. 2....10% 


$23 00 
34 00 
39 50 


— 


Mail, No........ 
Per dos..... rt 00 23 “00 29 "90 


Mitre. 


Stanley’s...... chceaameai et Prices 
Stearns, No. 2.... ey “530 00 
BRACES. 

Fray's Genuine Spofford's. 97% 
F  Sambepnenesig 8 00 
BRACKETS. 

Hay Rack. 
Wenzelmann’s No. 1 ,per doz. 


ERIE eaneannal 
Wenzelmann’s No. 2, per doz. 
(ace sepplatanten atin 19 20 
Shelf. 
Wrought Steel. .....sss0000s+40% 


Well. 
Oak, Wrought Iron Riveted 
Top Ears.... . .per doz. $8 00 


BURRS, RIVETING. 
Copper Burrs only 25% above list 


Tinners’ Iron Burrs only... ... 30% 
BUTTS 
ar eee --. 144% 
Wrought Brass (New List)... . . Plus5% 
Wrought Steel, Bright............ 40% 
Wrought Steel, Japanned... . Net prices 
CALIPERS. 
 iictincukte cvehiike based Nets 
Inside and Outside.............. ” 
Me viaknopeededaudciece dew - 
CALKS. 
Logger’s Boot. 
(Lufkin R. Co.'s), per M...... $7 00 
Toe. 
Blunt and medium, 1 prong, 
| $6 20 
Sharp, | prong, per 100 Ibs.... 6 70 
CANS. 
Milk. 
Elgin. 
Giidsnccaae x 10 
Each ..$4 00 $5 15 $5 15 
Iowa Pattern. 
Ch ccanaie 5 K 10 
evaciead $400 $5 :5 $5 15 
CAN OPENERS. 
See Openers. 
CAPS, GUN. 
See Ammunition. 
CARPET STRETCHERS. 
See Stretchers. 
CARRIERS. 
Hay. 

Diamond, Regular. . . .each, Nets 
Diamond Sling. ...... = ? 
CARTRIDGES. 

See Ammunition. 
CASTERS. 
Standard—Ball Bearing....... 50&10% 


Dt: cs cuideieedeentetetneawbnd 


Common Plate. 


Brass Wheel... . . 18% 
Iron and porcelain wheels, new 


i soci eh mse mcte fe heinsien ie dare. ee 
Philadelphia Plate, new list. . . .50% 
dict niunnenwtadenes on 40% 

CATCHERS, GRASS. 

Bie, BOGE, OF GOR oc vcccccess $12 25 
as - <*@bsednceees 14 0} 
CEMENT, FURNACE. 
American Seal, 5lb. cans, net $0 45 

** 101b. cans, “* 90 

- ** 25 lb. cans, “ 1 87 

Pecora, 5 Ib. cans........ “ 45 
** 10 1b. cans - 90 
ee Oeiascicnn- 1 87 


CHAIN AND CHAINS. 





Breast-Chains. 
Doubleslack...... doz. pairs, $8 50 
With Covert Snaps = 5 80 
W-th Slide. ...... - 5 00 
Without Slide. . ~ 4 60 














Picture Chains. a Milers. 

. entworth’'s, No. 1, $12.50; No. 2, 
Light Brass, 3 ft..... per doz. $1 25 $18.25. No. 3. ce No. 2 
Heavy Brass,3ft.... “ 1 75 

Sash Chain. (Morton's) | _. CLAWS, TACK. 

Steel 100 ft Wood hdl. No. 10...... per doz. $0 95 
et, per : Forged steel,wood hdle. “ $1 75 
ii Niuls ama tne nara $2 50] Solid steel 1 2 40 
Dicibiicksausmwinuen eemeiae 3 10] Giant. 40 
Did nvsedetubenesaeionseeccs 3 60 
CLEANERS, 
Drain. 

Champion Metal Iwan's Adjustable . 490% 
Se ee 5 40 Iwan’s Stationary ........... 30% 
| ee s 60 | Pot: 
ee 775 a per doz. $0 75 

- ide-Walk 

Champion Metal.-Extra Leavy Ps cchasecens per doz., Net prices 

Psiscskess ~ arene es 9 50 
CLEAVERS. 
Cable Sash Chains. Family. 
PR a kaianteniced List Net Plus 15% | Beatty’s,inch 7 x 9 10 
Per doz. .$27 00 2900 3300 3600 
CHALK, CARPENTERS’ 
CLEVISES. 

MBs. cc cccesceccccees per gro., $1 40) nratteable........... e.e.. 10c Ib 

rere - 1 40 

a - 25 CLIPPERS 

Common White School 

Crayon Sethe elo aes “oe 25c a a $2 25&6 Of 

CLIPS 
CHARCOAL. ee 65&5% 
Ne or per bag $1.70] Damper. 
OS See per doz. 70c 
. Ae si 3c 
CHECKS, DOOR. RN cnanrdsencanes - 50c 
EEE .. Net list 
a bes CLOTH. 
iimery. 
CHIMNEY TOPS. Star .. . New Prices 
a - B.& A. e eo 
Iwan’s Volcand.................2 35% pee W ee a 
Full rolls (100 ft.) application 
12 Mesh, galvanized ' * 
14 eg = cece “ 
CHISELS. 6° * ‘ o 

Box. | - ae 7 
ee ! 14 Screen Wire. Prices « licat 
Round, per doz. . BS 5 751 12 mesh mt nted, per saben a vate 
Flat, per doz....... PS 8 25 an, Gane, & By Secs 

Cold. COLLARS, STOVE PIPE. 
Grea quality, § in. and . ais - 

pee eesinaceresene . Nets quered. 
ane er size, per doz...........Nets Inches 5 6 7 
ttern, 

Socket, Firmer. —— oneal 80c 85c $1 15 
ae . Price on Application 

Socket, Framing. 

Ohio. . . Price on Application 7 . 

COMPASSES, 

Tanged, Firmer.—Barton's. conden 
With handles.............. Net list | Carpenters’... .....0eceeeeeeeees 1S% 

Choppers, See Cutters, Meat. 

COPPER—See Metals. 
CHUCKS, DRILL. OPPERS—Sold 
Goodell’s, for Goodell’s Screw Ce ee 
Drivers. . . List less 35-40% Poi-*ed Roofing 

Yankee, for Yankee Screw 3 Ib. and heay } per lb. 37« 

Rinccsausestacsens 6 00/2$ib..... 2: 8c 

2 Ib. = he 
CHURNS. 1$ lb. 4) 
1 lb. 43c 

Anti-Bent Wood, 

ae 5 10 

Cai ened $3 90 4 60 4 85 

Belle. Barrel (cheewesecciexnd 74% CORD. 

Common Dash Picture. a 
Ma ocean sks 5 7 White Wire. OES 7% 
er 17 00 19 00 Sash. 

Sampson Spot, No. 7. per doz. $24 50 
CLAMPS. Sampson Spot, No.8.p¢ r doz. $29 40 
Adjustable. 
Dt Chivncnenertnwannes 30% 
FeO GR BUND ic 6 ctosencckes 20% CORKSCREWS. 
ab Walker’s.. 30% 
= Williamson's Regular 35&11°% 
i adnévatieeseeusass sees 20% | Williamson's Forged Worm ..40% 

Carpenters’. 

Steel Bar....... List price plus 2 a 
Senngeas 5 COTTERS, SPRING 

Carriage Makers yen e 80° 

eee per dos. $7 00 All sizes (new list) ...........-. y/ 

5” ac 14 00 

a cai s 28 00 
es o* Terri? = 46 00 COUPLINGS, HOSE. 

Quilt Frame. Brass a a a per doz. $7? 25 
No. 30 Ball and Socket, 23” 

isd th Ate-a bute per gross $11 25 
No. 50, Ball and Socket, 34” 
DiS pesteeaes per gross 12 25 COVERS, WAGON—See Tents 

a. CRADLES, GRAIN. 
Sherman's, brass, }-in., per f.. 48c 
Double, brass, 4-in., «« 1 20 Morgan's Grapevine per doz. $45 08 





AMERICAN ARTISAN AND HARDWARE RECORD February 21, 1920. 

















CRAYONS—See Chalk. ELBOWS—Conductor Pipe. Wood Pails. eneneeiiil HANGERS. 
Frazer's, 15tb.$1.00; 25 th. $1.50 each | Barn Door. 
Galvanized Steel, Tin and Terne, ‘ : : 
CUTTERS Round Corrugated. Hub Lightning, 15 tb. 90c; 25 tb. U. S. Rolled Bearing eoeeereres 124% 
Glass. Size. Doz. $1.21 each. Dh... cian amedesue 124% 
Co Jenudeeneend RR are ee 40%\Tin Cans. Warehouse Tandem, No. 44. . .334% 
Meat. Seinthd..ccccccccvccccccccseeces 65%\Prazer’s Conductor Po 
Enterprise—Nos. 5 10 Be RS EEESARSRINE errr ie 65%) 1}tb. per doz.......sss+0+---$1 75] Twan’s Perfection...... coeeee 4S 
Each $2 50 $4 25 $3 75/S-inch........seeeeeee evcceeees GEM 83D. por Gok..cccecccccscs - 3 25 | Eave Trough. 
Nos.22 32 6-inch...... ceeeeececees 65% All sizes. 5” or smaller, 
» “ 6 50 CS: Se ee, ee ee per gross. $3 80 Net 
ipe. GRINDSTONES. All sizes, larger than 5”, 
Saunders’, No. 1 2 3 . EMERY, TURKISH. Fomily |. | seseeeseees per gross. 500 “* 
Each.......... $185 275 6 75 0 eee 1-lb. 5-Ib. 10-Ib, Inches. . 7 7 10 12 Garage Door. 
Slaw and Kraut. Per doz. |P. Braces 18c l4c 13c MD PMsctececesences 
4-knife Kraut..........$20 00-55 00 — Per doz. .20 50 21 75 26 25 30 50 a ~~ ers~1 
3-knife Kraut, 8x27 in.. 13 00-18 00 Loose. pe Sere eeseenconsenn 507% 
I-knife Slaw.......... 2 50 EYES. i as Price on application] Receding.........-+.+++++ee+- 50% 
2-knife Slaw.......... 3 00 Parlor Door 
WO cccscevvececeses 11 00] Bright Wire Screw—See Ooods, B. W.| Mounted. ; Acme per set, $3 75 
DAMPERS, STOVE PIPE Bettas FER... cccvceceecd 60, 10&5%| Ball Bearing..... 1 2 3 er Saassaved. ? ; ; m -—" 3 40 
. Hooks and Eyes— Each.... eceeeee ‘$4 75 5 00 5 25 Lane’s Standard “ee “ 3 50 
ideas $3 © Brass, 14” No. 60..per gross, $3 50 Lane’s New Model... ‘* 3 10 
FP cee eee eee eee eee eee eee eee Iron iT) ct) 50. a iT) 1 60 Joiseless..........- 
RRO ORE 1 0s GUN WADS. haggle ape 
NASIR RII 115 Seiten PCRASGES. 2. cccccccsccccccces 25% 
> SSRN aaa amRa: 125| FASTENERS, STORM SASH. Te erneenensne ren anaes 
ckeidtes ietdbeeseendn coal 2 20] Shroeder’s........+++: doz. $1 50 - HASPS. 
| ELT 3°75 Seasibte Sie seal as” “ 00 GUNS. Hinge, Wrought... .. Add 50% to list. 
Si chwisteaveveeeedcdev ewer 6 00 Iver Johnson Champion Single With Staples—See Staples. 
Barrel Shot Guns...... Net Prices 
piss axp stocks. |, PILSANDRASPS, —|pyatiBure Hammeton.  *[remant.. SATORETS. 0g 
NS . cdoucuacienue eee? 30% Cast Claw....... per doz. $1 50@1 
DIGGERS. SY List plus 25% HAFTS, AWL. — Shingling... ! se 85 
Post Hole. NR © set, Brad. RIMIIMIOT . 6 0c cecsescesaasece 4% 
ene per doz. $14 50 = Common....... +++ -per doz. $0 35 _ HAY KNIVES. 
Iwan’s Fan Handle (Bureka) Nicholson . Peg See Knives. 
4-ft. Handle..... per doz... $5 00) AMGTECOR. ccccccccccccecsecss 4 . ™ 
A. ‘it USE MD cidascncesecvess 50-10-74% — = OP.202 ~ HAY RACK BRAGKETS 
wan’s Perfection(Atlas) “ 16 50 : tent, leather top... ; *s No. . " 
Iwan’s Hercules pattern ‘* 18 00 Black Diamond............. 50&S% - - ” htm gy aw = =e 
| EER: 50-10-73 % | Sewing. Wenzleman’sNo.2 “ “ 19 20 
See also Augers—Post Hole. Great Western 50-10-74%] Common o 24 
ic viccccvetinat en Poe woe iets HINGES. 
we sie Kearney & Foot......... 50-10-74%| Patent....... ecencce = 55] Blind. enti 
DOOR CHECKS—See Checks. etc ek anewe 50-10-74% Sogeg s Gravity . _ 
Nicholson brand ........... 50&74 NO. bos seeecces per doz. sets, 5 
DOORS, SCREEN J. Berton Smith........... pe HAMMERS, HANDLED. SS ee i - $73 
-in. 4-panel, painted..... Net Prices| 2X-F Swiss Pattern.........Net list. per doz., net® Gate. : 
1}-in. 4-panel, painted...... ; Blacksmiths, Hand, No. 0, 36 oz. $11 11] Clark’s......... * 2 3 
} 3-panel, natural pine, = Ee sdccececses ines aman 50% | Engineers’, No. 1, 26 02........ 1111) Hgs&Ltch,doz. $5 50 700 975 
BLY. scrceeercccscees ich cuee nae mand 50&10% Farriers’, Noe 6,7 0Z...... 7 23 Hinges only “* 475 550 800 
DOOR HANGERS—See Hangers. |Heller’s..........+++++++0+ -60&10%| Machinists’, No. 1,7 02.....--. 6 65] Latchesonly. 190 1 90 
. FORKS. Nail, 
DRILLS. Barley. Vanadium, No. 41}, 16 oz., gor gross $10 00 
she? Tend Steel, new list. ,........ New Prices Per doz... .seeceeeeesees —..  ..: _ 
t. (New List)... .40 00 
Blacksmiths’ Twist. (Wow List) % Hay. ; V.. B.,No. 114, 16 0z. per doz. 13 95 GRE. ocaseesesasesss ~ : 
Breast. Be issacet Betswace New prices Garden City, No. 111}, 16 seeing. 
Millers Falls No. 12....Each, $46 00| + Ft pie i eat New ee O2., peT dOz...-..seeeeees 11 90 Chic Add 124% to ae, 
” — *aa EGE EE” «Saecnnse Seeantuc New prices} Tinner’s Riveting, No. 1, 8 oz., Colasebia Dbl. Acting. . ‘40k1 0&5° 
Digging.........+-++++: New prices OPE cacecneseucesdace ME Gans cnesnccsssencascegs 25% 
Hand. SN 45:0 tcknaneeenein New prices] Shoe, Steel, No. 1,13 02. perdoz. 10 00 Ideal neaee.. -per gro. $1! ‘b 
Goodell’s Automatic. Header Tack New a sass + Per gro. a - 
Nos. 01 03 DOOD i6sccdcgedonaneds New prices on : SEL. -cpeccncdecnasasaeees 
Per doz. 12 00 14 40 em on ecuneaduauies New prices ~ seat 
Goodell’s Single Gear, per doz. 15 75 | Manure Oleeeeeseeeescese. s+ 85 63) Wrought Iron. 
Goodell-Pratt No. 4 d ry : ee BIE, occkecneceseueseeeessss 
3 omy hy Je 7 dune - 30% 4-tine......cccccecccee New prices sicilaiiiie aiilies Light Strap Hinges... 8a 
) . eavy otrap miinges......-- 0 
G iootetl. Pratt No. 379 per doz. 30% FREEZERS—ICE CREAM. Light T Hinges rime List plus 59 
Uist, leas... ..seeeeeeeseees ° |White Mountain 1-quart.... Heavy Hammers and Sledges. Heavy T Hinges...... List plus 45% 0 
Reciprocating. “ “ ia see ef Wendling B Ue. oo cccécceccoce 50%| Extra Heavy [ Hinges..... 15&5% 
o “ Ty a ae 
Goodell’s.......... per doz 2600] ,, a : . oes ‘@ oS S the, and ovel..cccccccces 50&10% 
2 °° Be é, Screw Hook and Strap. 
errr 1 wae Masons’. 75 
ere : _ ee RE 3° oe ee Single and Double F 6 12is.....<: per 100 ths. $7 75 
DRIVERS, SCREW.  setecrtaas . a 50%) 14 to 20in.....-. 7 $0 
' P  Séreseinde S * oH “ “ 7 25 
SE CF Te ts 22 to 36 iM...-+++ .. ie 
ee . *~ HANDLES. 
ock Ferrule. ......cccsccsece GAUGES. Auger. Mesh ont 2 
ids Kicarecegenansue * \Cream Pail. Common Assorted....per doz. $0 75 ory . - d r $2 60 
Champion Pattern. ........+++ id DaMMAINRE. 2.000000 per doz. $3 75| Pratt's Adjustable, Nos. 1 & 2, ee oesenentat’ —"s pai 3 50 
Clark's Interchangeable........ “ |Marking, Mortise, tc. .......0+0+ PPI. ic secccsesneceses — oo ‘3 5 00 
Edison... .....+++s+seeeeeeees ~ i weens Peecscaessnnssseonesees Nets} Ives’ Adjustable..... perset, 1 35 eotinnres = 
Reed’s Lightning............+. * |Wire. i ssadiiiunnenveienstbneneet 30% 
Goodell’s Spiral............0+: i 25% . HOES 
Vases Rashes. ....cccccsccss = GIMLETS Chisel, Gentes Net 
~ Spiral ee vecsecoces a Di ” Hickory, Tanged, Firmer, Assorted, : 
I cand sot cee weue + -35@40% S5e; Large, 85c per doz. Grub. er 
EAVES, TROUGH. GLUE. Hickory, Socket Firmer, Assorted, BOB. 002+ 0000008 4 vy 'N ond ne 
. ; Bulk. 70c; Large size, 80c per doz. Hasel.. tees heey a " 
60-5% off Standard List. B Amber...... Pee ee per Ib. 35¢ Ry Ps cednadsedekedeneens ed 40% Ladies’ and Boys’....... New are 
eee : “ 40c mene 40% Mortar. aa See iow 5 oe 
ELBOWS—Stove Pipe. H. S. Amber........... . 32¢| File, assorted, 30c; Large, 35c per doz — S By@....s.eee0e P no 
zm ececsece ecececesessNew Pill 
1-piece Corrugated, Uniform. Liquid. a 
Doz.| Army & Navy........ eeeeee 240% ; 
: Adze Eye...... per doz. 40 to $1 00 
Ns 6 KagiN eee enscsckecucesd 1 85 U 
6-inch acd nak ions eaauace ‘ 90 — 374% Blacksmiths’... “ © 45e@1 00 — 
“o> gla dahiainetanbbtabcibdei ic + E . -\-yabeaienepnnnnners poi Machinists’. . “ 50c@1 00] Awning. No. 60.......pergro. 50% 
ie er Hay and Manure Fork......... +-25% 
Uniform, Collar Adjustable List "Ci .sseseresereseeerens 25 % ' — ’ 70&5% 
_— GREASE, AXLE. Screw Driver. Brown B. ccccccocesessceess / oa 
Rs diciiniediisatieninnen .. $2 40 lgyood Boxes. Assorted....... ccoee pa petaemeenaamiancnaal 7 
6-in m jake Devabwen eeu 2 45 Prasec’s.......... pergro, $1300] Large............ oe © 90 | Bench. 
Pe henssseuieeserbapiedel 275° Bub Lightak @.......... 7 50 Shovel and Spade.......+06++6+++25% See Stops, Bench. 
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Box. Standard, LINING, STOVE. NAIL PULLERS. 
Tach... 5 7 10 12 OB. wceccesereces $0'60 ses Pe esssdsccnsucvees per crate, 42c | See Pullers. 
Per doz...$2 50 275 325 385 — LOCKS 
St Dis ose sesencdeonesouscses 40 NAIL SETS. 
Bush. Ser. Libesdedhaneanenreeteeed 40% Barn Door. See Sets. 
Common Axe Handle, per doz.$22 00 No. 60 Stearns....... per doz. $10 00 
Chota. KETTLES. rrr re = 17 50 NETTING, POULTRY. 
Inch.. 3&1 t 5 er eer 15 Galvanized before weaving.,...... 50% 
Pr 100 $7 60-8 10 9 75 11 50 12 60 << seaessoniersssnenens —— - MACHINES. Galvanized after weaving.........45% 
Clothes Line. — Seecerseccocececeseoes ane Riveting. NIPPERS. 
Japanned........ pepe 8 tote eeteeseeesoeccces ©} Stearns No. 1....... per doz. $12 00|End Cutting. 
Galvanized....... “  75ce@2 50 Tenoning. i Stubb's Pattern, Inches. 5 6 
KNIVES. P 5 
Coat and Hat. Beet Topping. No. 50 Peace’s Spoke...each $11 50 er dozen..........++. $465 67! 
Common Wire. ae . per gro. 1 25-1 65 Clyde, 9-in. Scimiter Blade, dz. $3 85 MAIL BOXES. End and Diagonal Cutting. 
; Se 6540se006s0sKeuens oe) ng Swedish Side. Inche 5 6 
‘Conductor. Butcher. 3ee Boxes. iw e. Inches.. 
Iwan’s Tinned Sickle. Li Beechwood Handles, q, blade. 7 06 Par GaatR. occcsccccess $4 50 575 
we TTrTr rT ist. . A a < S MALLETS. Hoof. 
‘Corn. : “arpenters’. PE iccicccbnnscnten’ 40&10% 
Common, riveted, painted RTS BP nccessserecseseses 15%] Fibre Head, No. 2,perdoz. $1650] V@B................... $5&5% 
Spy per doz. Nets! Corn, cs No3 “ 19 50 
Little Giant......... 7 i per doz. $1 75 a a 28 S50 NOZZLES. 
Disses’ ican neuen 2 73 Round Hickory..... “ $3 00- 5 00] prose. , 
Gate. GE ieienaneee - » ite.. “ 6 25-10 50 : 
See Goods, Bright Wire. Woodford. ..:...... ° 73 ee...° aa. aie 
oeeee ‘ wd ES ee 
Grass. Drawing. “  Lignumvite.. “* 8 00-12 00 
Common Nos. 1 3 5 7 Standard........ (New List)...15 inners’. NUTS, HOT PRESSED. 
Per doz. 3 $4 50 3 50 3 718 3 25 ey, . spenters’ se eee eeeee 4 Hickory eeeececceces - 2 25 Square Tapped 
arton’s Carpenters’.......... 0 . 
MATS $1.85 off per 100 tbs. 
with plate ee ee Be sonionsy, | reste Tonves. 
ith plate.......... wan’s Solid Socket...... 02. National Rigid......... 1 i 
With screw.......... “ t  Seeeenpenin w'"13 GOL Acne Steel Plenthis...........80%)| ©°2 @ow ORs. 
5 Iwan’s, Sickle Edge... .. - Be 
— or Drapery, per gro. . .30c Iwan’s, Impv'd Serrated. “ 15 50] we OILERS 
Ph akedrdeakewenn 50% @50&10% Sh Disnkcunbatpawe per gro Nets 
Potato and Manure.............. Nets} Hedge. No. |... 0s. ees x a neecedhndvene-f— 
Screw Chall doz. $6 00| No-,! Asbestos Toasters, or Brass and Copper...........-. 10% 
Brass 70%| Disston's.... 2.1.00: purse "3 75]  Wite-covered Stove Mats, | Zine...esesesessssscsseesees S% 
Mi 0tteenednncesenceuseee 4) reeeeeecoces with handle.......per doz. . » 
No. 2 Asbestos Toasters, with Engineers’. 
(See Goods, Bright Wire.) Mincing. CR w00ss ‘ aawad per doz .. _ i PASPrrerr per doz. $7 00@ 9 00 
ee emer per Ib. Sic Common, Single oe ~ 60 Machine. 
“ommon, i es 
moen. Cannan omen ‘blade oie 1 30 MATTOCKS. ee per doz. $0 85 
s ‘ er ft. Streeter, 6-blade..... ™ 2 00 DG | i gpunmenes teaebedwadas 25% OPENERS 
Guaranteed 3 ply 2inch....... l6c 5 Box. 
“  4ply finch ....... 184] Patty. MAULS See Box Chisels 
*  Sply #inch 13}c Common...... per doz. $0 3@) 50} ron,Ibs.... 10 13 16 18 
satiate Lander’s...... 1 75@2 50} Per doz.......Prices on Application Con. nesetiion r doz. $1 30 
COTTON COV. RUBBER HOSE. Vood Face, Ibs.... 10 12 14 | SS MOMNO + seer reese S 
i Scraping. Per doz ..Priees on Application Never Slip. ......... 65 
High Grade Apache 1” guar. press. ; 
Beech Handle........ _ 90@1 10] !«d Choppers’. Crate. 
CP 6cagentawsncssenseacea 400] tLander's....... nipomntagy 5 50@6 5Q0|_ |-ake Super'r & Oregon Pat. 49& 5° VY. & B. .ccccvcccces ** 7 25-1100 
- HUSKERS. ” KNOBS. MEASURES. OUTFITS, COBBLING 
won ors. Galvanized, doz.............++: Nets | Combi 
EEE ae eee eer re . $2 - ombination......... per doz.$16 06 
 aeebalates a ‘iw er dos. $7 J0| panned, doz.......++.+0000+0. Nets} Economy.........-. “8 $0 
See per doz. New Nets | aa eee = 2 ere = 14 50 
LADDERS. MILLS, COFFEE. . 
IRON, PIG. “ommon Long. NE is 6s censeesteannsen 164% 7 PAILS. 
3 ye BTOMMIWc | PALME... .cccccccsccccccevess 50&5% 
See Metals.—First column. Peed c@23c i 40-10% iS at without gauge, sper doz. 1 se 
Pliisicisbssestoceoeians 22 to 28 20-at. “ “ » WS 
F IRONS yep. MITRE BOXES. 
Curling. a 3c |See Boxes. Sap. 
. Se Oe RN ee per doz. $4 40 Soumnen, with Shelf, add 10c. . 10-q¢. IC Tin.......per doz. % 00 
Saeki ale Gc) we aie Wat " Pine eee. Cas Cedonneceseben akan 5 50 
Sein asheneamapiaaie “ 38| Chalienge, 6 to 9 ft... ....2.221 55c|_ MOPS. 
pelegens pines dean * PBL WOT PO... oc cccsccnccccoseed 60c|Cotton. Star (Cut Ends). Stock 
xtceeasaéwae ss 1 25 Pounds 12’ 15’ 18° 24’-3 oz. 
Ree Gal 
Ee m 1 00 Bull's Exe — Per doz. $4 50 565 675 9 00 slag 75 m ‘. 12 :> sane 
y . 
Plane. 3-in. Flash Light...per doz. $13 00 MOWERS, LAWN Water. 
Wood Bench....... i , : Galvanized, qts.. 10 12 
. Ons ae N LEADERS, we 52 Gladiator—B. B. Ber dee. cr by ...$5 75 6 50 73s 
Sod. Pee degen 3s 14g] Eachen.... eee 6 18 20], 
Chatcoal........... r doz. $11 00 Bach. ....+.0++ $30 725 80 ble, 2- 
Capon, paid. per 100 tbs? 8 LEATHER, LACE. King Universal—B. B. went. Le oe 
°o spestos....... 1 5 t -, “ 
C No. 100 mene” 1 75 a Rawhide i iiewh bbe 100 ft. $3 = — oe ihc aut lad "> ey ny Cedar, 3-Hoop,brass. . Nets 
ommon, nickel plated. ..... 8 25 sn Fr iehak awe ese » 44 MONSS....ccccces 
Mrs. Pott’s, ee $3 50 390 4 25 PANS. 
No. 50 J, Enterprise, per set, Nets LEATH®RS, PUMP. Driopin N 
Ne 4 : pa “ “ [| Valve and Plunger.........-..-. 10% IPEMB socccrccccsosoosesecees - 
No.5$T, “ “ “ LIFTERS. Fry. 
Teteve, ee perth “ | Stove Cover NAILS. COMMER coccccccescccoescecs Nets 
ailors’ Goose......... Con Re per gro. $3 25@5 * a Prices on Applicatior BOMBis0n004000060006080800000 
Se es RE ee =a 10 00} -™# ree - . 
Seeesecone Ge Roasting 
6 th Household TReEPEEETET TE * 4 Transom. Vire. Paxton, 
14 th Tailors’ Goose. Y % i ; : : : : 5 50 Payson’s. eee eee eeereeeeeeeee 55% Small Lots — . Prices on Applicatio. ae: * 1 2 3 Nets 
Tuyere. LINES. ‘ement Costed. Neverburn. .....0seeeececeees ” 
Single Duck Nest. . -per ¢ doz. $5 25 | Chalk. Small Lots....Prices on Applicatio, | Savory No. 200..... per doz. #8 40 
Double Duck Nest. . 6 25 Twisted in 20-ft. hanks. 
DUE nGuascedee. used oth 2 60 Nos. 7 ~ 9 | Jorseshoe. PAPER 
vee saees Prices on Application} Ausable.................. 55&5%, | Building : 
JACKS. re aoateas 7 : Serene (Saas per 100lbs. Ag. 
Per doz....... Prices on Application DNs ccuvebateeeesdbaae 55&59%, Tarred Pelt eocces “~ reas 
Locomotive........cecececesees - 30% Braided in oom. hanks. g | Putmam.....ceeeeeeeeeeeees 20&5% | Red Rosin, per ton..........$75 00 
Wagon, Seeatacrseess Se eS ree 908&S% | ond E 
Richard's No. 1.. doz. $15 50 Mason's..... hes Picture gir petra 
iller —_— 00] Clothes. . : No. 1, per ream, best grade.... $5 40 
ee a0 he. Jota. ..... «per doz. $0 95 PTL 2: ctcicneduwboans 25%| No.1, perream, cheaper grade. 485 
ee, ow 00 o> palpate mn l Dt cscecedbaeten Prrrir,.. -,»* Wrapping. 
itinivenresnnd $0 60 $0 80  50-ft. Braided Cotton “ Be Ge Diccenssnvenca List plus 15%| Wxpress...... cccccece 100 Ibs. Nets 
- 
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PARERS Tinners’. 
PUNCHES. SAW 
Apple. Nn Sc ae pret dneig ala Net list} Cond - Band. a aCe * 
Goodelil’s.....i.cese BE Sabverctaresnsiiied each, 10c] No. 22.............. doz. $5 E. C. Atkins . Prices on applic’n 
Turntable ee aoe pert - $10 +4 NG iisnsnsses > ° . | _ Disston’s.....-.-- Prices on applic’n 
Reading No 78 o a PLUMBS AND LEVELS Saddlers’. ~ ee Prices on applic’n 
P Geen. :... Nets Common...... per doz. 1 50to5 0 — eevee seeveceee New nets 
‘otalo. ~ ayaa alae aa Mili ving Spring. B t h a 
G i . Cook's Lendsiwaea mines sien . 40% | Revol : E. C. B.C. Atkingé Prices on applic’n 
y mee et nny 90 de és. $ = a, oe ae Pee TTT, Pe ee 25%| Stearns, ee .- -per doz. . $ 2 = Coates cccccee - Prices on applic’n 
avis nclinometer Coen eee ween on “ea “ s7cu . 
PICKS. — 1S% No. 60 ceeee 16 0 E. C. Atkins & Co, Prices on applic’n 
pene teas arcrcrers sees’ 1 | a gassed , PUTTY. > peephabaaebatente 
a ‘oll Picks. . oosenn ns’ Oe Beccccecce per ¢ :s Strict] ee 1 ' |Compass. 
Plumbs, Railroad. ..... Bi eileen 0 00 y puse.....par 100 ie, $4 2: Ceseam, 8 aCe. Prices on applic'n 
urface. se eeeeeceee eeeeeeeeres -224% POKERS, STOVE RAIL. Disston’s......... Prices on applic’ n 
, * Barn Door. Co 
PINCERS. Wr't Stee!, str’t or bent per doz. $0 75| Matchless, I-in................ 5c te C. Atkins & Co. Prices on applic’n 
se agg cast we" Pe Nickel Plated, coil hanl’s “ 110 Matchless. eek ie. i Grose, Er Prices on applic’n 
12 torm King ee ee > 
Per doz, /$3°75 4 75 625 7.00 Sliding D C. Attias & Co. Petsson cent’ 
SE sc ecsesseosesasheil 45 POLISH. a N'B.. + eee ees Prices on applic’n 
__ nettle caer ape A Bronzed wrought iron...per ft. 84: pare 
Metal. RAKES. Dis: Minéséases Prices on applic’n 
Clothes. — Wisaed, 6 O6....... per gross $18 00 — ee a tins & Co. Prices on applic’n 
Common. ++-per box of 5 gro. $0 95 “ : e ~a7hdugi “ “ Po ~ Steel = ier P- 8 F Disston’s. shies Prices = epplic'n 
Picket v3 perewene Malleable Iron, 12-in. “* 3 5: Hack. : 4° 
are ** doz. 600] Malleable Iron. 14-in. ** 5 | ,, Disston’s.........Prices on applic’n 
Fluted, 15-in........ Der | doz. $1 5 “ 4 gal. os 48 10 80 5 siete mx and Rip. 
zoped. 21-in. = ' $e * Ge... “ «© 1860 Hay. s E. C. ihins & Co. ey cnenete n 
i catecancein siaitatieatactias isston s No Tices On ap 
PIPE es SO TD oc ck cctvtvcod $4 Di ms Now, DB. 12. 76, iz. n 
Conductor. Stove. Per gross 20 Teeth per dos. $5 : Keystone. oe : “e ee — oqcoetc'n 
Plain Round and Round Corrugated Black Eagi. Paste 50z.... .. ae ieee ee 
NN oe ta ccads waaene 65% “ “ $b 17 40 RASPS—See Files. Kore Cc. Atkins & Co. Prices on applic’n 
28 tttteseeeeeseeeees SSOP gw _ pn RAZORS—SAFETY Pe nny heen eeees Prices on applic’n 
 smbeptedibnncewns tied 4SZ) ~~ —— sb BDa eee . , ‘ iler 
FR Beer reat 207%) « ©  § Ibs. per pany teteee eens per doz.$45 OC |" E. C, pe kins & Co. Prices on applic’n 
ware Corrugated A and Bam| — cast.e.-csesec0s ............° tee Prices on applic’n 
on. ‘ 
29 Gauge $0”: Black Eagle Liquid, ées. per — kee lots)...... ie : ,- E. C. Atkins & Co. Prices on applic’n 
Ts aaeetalakhetanaeebtehaetatyeae ER nthe venakwnde @....@. 15 60] Byer Ready (3 doz. icts) 8 OC | -, Disston’s No. 7... Prices on applic’n 
26 ooo. .ssscccs......38%| Black Kid Paste, Slbs. percase 6 00 Peucremehe. nein “ 
RD aOR cee Ale 18%] Black Jack Liquid 4 pt. per RAZOR STROPS., Disst oa my cen soon’ 
Goivenioed Tenses Betal. oa EE vicar ewxnsaenne ss os BS GREE GRAD... nose scnceveveces 50% | Pruning. == PP 
ron, onore tal, . * - 9 
coal Iron and ayetene C. B Fr Black Jack Paste #10 per gross 13 20 REGISTERS. mR feo} ss -++Prices on applic'n 
Plain Round and Round Corrugated Cast Iron.......... nee 10% | E. C. Atkins & Co.Prices on applic’n 
= VU ssaneeG ad enecune 50%, FIRE POTS. steel a a. iictal price ee aoe ixaaeeous Prices on applic’n 
DY Cut cohen een meee o ’ 
| BR cp tdeds pak eceacety: 134 Clayton & Lambert's, each $4 00@6 00 ~ epee niswinate da haba eae re ood. Atkins & Co. Prices on applic’ ™ 
Square Corrugated A and B Polygon| Gate City.....--..---.++. each, 6 25 board. ...........eeeeeeees 20% | Disston’s......... Prices on applic’n 
eee, ER cctv tcvenccs each, $6 75@8 50 REGISTER FACES. 
SPs crnncvevsensiniall 45% neuen. Jepanned, Bronzed and Plated. SAW BUCKS—See Bucks. 
Rp aiteeneateeminen - Mast 00 38008. 2022000000000 404; vaca 
14 and 16 oz. Copper, all designs. 50% a ene 7 SAW TOOLS—See Tools, 
Portico Elbows. 
Galvanized and Terne Steel. PRESSES, FRUIT AND JELLY. . REVOLVERS. SAW FRAMES. 
PMN, ccovcecsens cooevaudes 45% |Bnterprise M uring Co.... ver Johnson Satety Automatic Common, plain...... per doz. $1 50 
1 “inch TUT STUELTTEPECE TT TL. 45 anulact Co 25% A@MMECT... eee eeeeeee New Nets Common painted oe 210 
H ach i<aatid a sadenncneieee 45 ip PRIMERS PT odd soccccecece rn 
PICT. cc cc csc escccses coves e eo Je NMLOGCL TI. 2. eee ewes 
Tubing Coe reer ererereeereseee 40' GO) ~~ RINGS AND RINGERS. 
Sos ao@ on Round apply on sizes 2 Gee Amunitien, Bull. Counter. een 
inch to inc inciusive, : . 
Freight allowed on 15 dozen or more PRUNERS. “ oy RCT E 2 75 Pe OS Pelouze.......+.seeseeees 40&10%, 
Less than 15 dozen F. O. B. Factory “s Pole Rea’s Improved Self- 
Terms: 30 days net, 2% ten days. we hon ; ‘ole. ....... per dos. $18 00 . Piercing copper,doz. 3 40 SCISSORS. 
Standard Gauge Conductor Pipe, ater’s Improved..... ; 60% Snel, POF GOB. cccccccs 150 1 80 Sa eve 60% 
plain or corruga’ Hog. 
Not Nested........ ecenewia 45-5% PULLERS. Blair’s Rings........ per doz. $ 75 SCOOPS. 
Nested solid ..............50% off Cork. Rove's Rees bdknene ~ 1 . Grain. 
Stove. Per 100] Dalisy..... eee ee .each, $3 10] Brown's Ringers..... 5 Gp] & Se “Mevcutes per des, 3 70 
Joints | Phoenix.............. . % 140] Hill's Ringers........ 1 00} !-bu. “Hercules”..... - 5 0 
29-Gauge, 3-inch.........++. $16 00! Quick and Easy ° 30 to ae.- a. 72 
BR BEB sceccscaeses 16 50 a SS | A, SS = ° SCRAPERS. 
Same LLIIIID 18 00 | Nai, Wolverine Kings:-<<2 1 gs [Bam 
ro RE 20 00] Giant per doz. 14 50 Wolverine Ringers. . se 1 10} Triangular, No. 6....per doz. $6 25 
T-Joint Made-up. Never-Slip.......... ‘% 1700 Pred for. Road. 
Di canéshesn «++ sDer 100 $50 00 HRC. eeeeeeeeeers SeD...- SBT Cee... 2? § 3 
Furnace Pipe. PULLEYS. Soi, eee per doz. $0 17 With runners, ea.$7 00 6 50 6 20 
Double Wall Pipe and Fittings 25% | 4wnj plit, square......... ~ 
Single Wall Pipe, Round Pipe on thaeabaaaas reseeseeeeelO%) Ball, round.......... : « SCREEN DOOR HINGES. 
heii daanneenss 25% |Clothes Line......4+cesseeeeee++10% RIVETS. Cast iron gross, $13 00 
Galvan'd and Black Iron Pipe, Copper Belt....... Add 1S% t to list tteeereerens - 
Goes, C06... cccccccsccces . 20% | Hay Fork. oa BE STON. 2 cccesccvere Steel... ...-.+sss0e0e . 9 0 
: DS akbascsseunceuaneate 
PLANES. Iron Wheel, S-iN. «44. per dos. I acu c apenas aii per tb. $0 Of SCREWS. 
Seedtee Bene Mant Wood Wheel, 6-in... . 2 65! Slotted Clinch...... per doz. 60c@1 10 | Bench. 
tanley iron CeCe eee erereee net Wood Wheel, 6-in., pass knot, T. Iron, i ins. 1 lt 1k 1s 
E cesccccce escccceed d 3 00 $9 75 -.150 1375 21 50 
siiaiaaal ae = per dos. Nos. i and 2 assorted sizes, 50 e. T5c | 4, WOO, White maple...per doz. 6 00 
. Sash. Nos. 1 and 2 assorted eines, Hand— Wood Lake caae aan e el Et 
PLIERS. Common ....s0..sseeeeee cocceDiey = SB BEE... or eceececs seateiiann «Nestea 334% 
Giant, Bution’s—Neta Common-Sense, 2-in. .......... Net RIVET SETS. Lag or Coach—all sizes, gimlet 
din Empire Pattern, 2-in........... Net|See Sete Lope, pointed....+..++.+s++00+. 45-5% 
‘ i eebadaus Coccvcceccoccces Net} Cotton. i 
itscanes sees. New Prices n _85c | 52w—Centennial, 
atta TIITINGW Prices| St06l++s-seereeeessereeeeeeee Mea] fe $18 M. Kom. on eects Perit Bsc] NOB... ..e.ees 2 ‘ 
Ps c0teenncesens New Prices Sisal i ery 47c SSc 75c 90c 
Fencin, PUMPS. 1st Gut jaxscneaadaduaee 20c | Wood. 
ratte Bull Nets Pitcher Spout. NO. 2 cccccsecscccccccecs 17% R. H. Bright. ie de a 70-10- 0 
Plo Dallas MM Nee] Noe... 28 8a [Pare Manila acyl BE Bitedeessscccccs oer4 10 
oN _ EES e: Nets] Each........sescsssessseeessN@t8] Hardware Grade ...perlb.24%c] FH. > 6bppebeeeee = 
s RULES. & 5 eeepenepee 40-10-5 
Flat and Round Nose wrap. ' Prices on application R. H. Nickel Plated....... 574-10 
SS New Prices} Midget Junior....... per dos. 3 75, Lufkin’s Hickory Board... .. - SCYTHES 
LOW -eeeeeesesereeees New Prices! New Misty......... {% 6 00 Lufkin’s Bonwood..-..-..:. "| Clipper, Grass doz. $13 $0 
ee cceccccceccce ew ices Crescent LMRENOS FF tt 6 30 Lufkin’s Zigzag ..........-- - Hceest Du srseees DOF . 
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SETS. 
Nail. 
Square head........ per doz. $1 25 
Cup point, knurled... “ 115 
Rivet. 
Ree per doz. $2 10 
DT fo cconecusteunsaseie 25% 
Saw. 
Aiken's Pattern...... per doz. $6 50 
Disston’s Monarch... “ 7 20 
Disston’s X-Cut..... “i 13 50 
aoe enawee - 80 
Nash's Hand........ - 315 
Nash’s X-Cut....... i 4 20 
Stillman’s Lever. .... si 1 30 
Stillman’s X-Cut..... = 2 50 
Whiting Pattern, No.21 “ 5 75 
Eccentric Anvil, Hand, No, 
395, N. P. Morrill Pattern, 
ee ee er ee per doz. 11 50 
SHARPENERS, SKATE. 
I. 5 6 casccnecnn per doz. $1 60 
RS sia wince seein keke korea 1 20 
SHEARS 
Per Doz. 
Nickel Plated. Straight. ... 483 & 
Passe Ee 
oc “6 a” e.. 14 40 
Japanned, Straight 6". 10 25 
” - a 11 50 
- . 12 80 


Tinners'—See Snips. 


SHEAVES, SLIDING DOOR. 
Common. 


Inches... . 3 4 5 
ee $140 175 240 
Hatfield's. 
Per set....$1 80 210 2 75 25 
SHELLS—See Ammunition. 
SHELLERS, CORN. 
Wh oS wwdcetas wna per doz. $6 75 
SHIELDS. 

Expansion Bolt Shields.......... 60% 
SHOES. 
ESS i eee -60% 
SHOT—See Ammunition. 

SHOVELS AND SPADES. 
a 2 pectied Pasa per doz. $5 50 
bith bint are oes , 
Ames’, new list... .. Discount, 124% 
we doz. 
ae me hollow bek, =. oe “os 
National. . ps 
Buckeye. . o “ 
Mohawk.. o ct) iT) 
Bar Drain & Ditching 
Iwan's Perfection.. .. -$30 00 
Railroad, etc. 
Black Diamond...... perdoz. Net 
RAR won on 
Eevetene SESE EES se = 
ee 
mes’, new list..... Discount, 124% 
Snow. 
Galvanized, with wood han- 
SO SE Msiccindscnacewed 1 45 
SS Snes 155 
Alaska Steel. 
IPN sccnneeees per doz. $3 50 
Long Handle........ - 
SINKS 
Cast Iron. 
I Re io ee et cauees 
Enameled, White, 16x24....... - 
Wrought Steel. 

PUNNNOE, DORDE.. ccccccscccccce 5 
SLEDGES—See Hammers. 
SNAPS, eemmemee 
Covered Spring............. 30% 
Judd’s Pattern...... Add ssieg = list 
SNATHS. 

Double Ring, Bush... .. > 
Patent loan Bush enon per gos % o 
Patent Loop, — > 8 75 
. SNIPS, TINNERS’. 

i ar 
SON aob ss wanisoesaae’ ton 108 
Whavatncbiidisahaninieiccaaed 50% 


SOLDER—See Metals. 
SPRINGS, DOOR. 
Popes. 


5 
doz. "Se 600 6se 75c 90c 1 bo 
Reliance. 


Light M 
Per doz. $155 ry 1 
sh Di ttcvccnneca perdoz. 1 65 
SERINKLERS, LAWN. 
Stearns’ No. 1........ perdoz. $9 75 





SQUARES. 
Steel and Iron.......... Nets new list 

Gee. orl bluing, $3.00 per doz., net.) 
etre tre rents Nets 
ES SEES LIS 

NG séxékdéscensenas 
i caiiamniesenend per doz 00 
Winterbottom’s.............-: 10% 
SQUEEZERS, LEMON. 
Common Wood........ per doz. a 70 
Porcelain Lined, Wood. 1 25 
Boss, malleable i iron. 1 20 
Iron frame, porc’n bowl ‘“ 1 90 
Iron Frame, glass bowl., ‘“* 2 35 
Little Giant, tin’'diron.. “ 4 00 
Drum, japanned....... = 3 60 
Drum, nickel plated. . - 4 50 
STAPLES. 
Blind. 

OS eee per tb.21@22c 
ee * 16@19¢ 
Pep olished $5 

olished......... per 100 Ibs. 45 
vanized....... " 6 15 
Netting. 

Galvanized....... per 100 tbs. 6 50 
Wrought. 

Wrought Stapies,Hasps and 
Staples, Hasps, Hooks and 
Staples, and Hooks and 
a kena nie te aa 50&1 

SE apiaeaeepges 354 

STEELYARD. 
Discount 25%. 
STONES. 

xe. 

Hindostan.......... en New Nets 

More Grit......... 

i t+a00e0008 - = 
Emery. 

Sf a per doz. New Nets 
Oil— Mounted. 


Arkansas Hard No. 7perdoz. New: Nets 
Arkansas Soft. .... 
Washita No. 717... 


Oil—Unmounted. 


Arkansas Hard... .per th. New Nete 
Arkansas Soft..... ni = 
Lily White........ ys ” 
me eee ni br 
SRY daacnai down | 2% 
icythe. 

Jlack Diamond....per gro. New Nets 
re . 
Green Mountain. - sad 
LaMoille........ sd aa 
Extra Quinnebog. si sa 
|}. = * 


STOPS, BENCH. 


No. 10 Morrill pattern, per doz. oe 00 
No. 11 Stearns 8 75 
No. 15 Smith ™ 6 50 


STOPPERS, FLUE. 
od a eeinie per doz. $1 10 
xem, flat, No.3........ - 1 00 
SS ON Se ” 110 


STOVE PIPE—See pipe. 
STOVE BOARDS—See Boards. 


STOVE POLISH—See Pclish. 





STRAPS. 
BE cc cteeennwed per doz. 85c & 1 20 
STRETCHERS. 
Carpet. 
Bullard’s..... + per dos. $3 4 
EPC CT § Zz 
Malleable Iron....... " 70 
Perfection..........+ - 6 30 
PD eeniieenunns ri 4 50 
Wire. 
O. S. Elwood, No. 1...per doz. Nets 
O. S. Elwood, No. 2... > 
SWIVELS. 

Malleable Iron......... perth. $0 % 
Wrought Steel......... pergro. 4 50 
TACKS. 

Bill Posters’ 6-0z., 25 tb. boxes, 

per fb. oo Se 
Upholsters’ 6-08., "25- ‘tb. ‘bones, 

Na a as veda ete ee he eee 1Shc 


TAPES, MEASURING. 


Lufkin’s Metallic. List to list plus 20% 
Lufkin’s Pocket 10% 


THERMOMETERS. 
Tin Come... ... per doz. 80c@$ 1 25 
Wood Back... “ $2 00@ 12 00 
Pas wewacne - 12 
TIES. 
Bale. 
Single xy carload lots... . .75&7% 
i “less than car lots 70& 15% 
Tow—See “Chains.” 
TOOLS, SAW. 
Disston’s Universal............. 40% 
TRAPS. 
Game with Chains. 
. - | oa fl 65 
Oneida Jump No. 1.......... 2 25 
Newhouse Ep rendaasaenen 3 85 
Mouse and Rat. Net per gross 
Out oO’ Sight spouse sineakionin’ $ 8 00 
TTT TT TT 15 00 
en " Maic iin boicon ahinisets 100 00 
#44 Pocket Gopher......... 20 00 
oS) ee ee 2 60 
Hold Fast Mouse........ .. 2 60 
Weel DAME, ccceesss 11 00 
SO) OS ree 11 00 
| ?— 13,50 


Wood Choker Mouse, 4 Holes !1 00 





TROWELS., 
Brick. 
CHOU GAME. cccaccscecsecvens 30% 
Cece kee san Seminars isas% 
Is i ba dis dhebeee bane 30% 
Dt vcchinssantawsadaueke Net 

Plasterers’. 

Clover Leaf piesa ekonesebeeds 40% 

ON” , SRR eT errr 25% 

ff 2 Seamer Net 
TRUCKS 

EE ae each, $3 75 

Warehouse or store. 

We, §, cnet... .cceee . $24 50 
~ a oe 22 50 
TUBS, WASH, 

Standard, Wood, Ex, 
Nos...... 3 2 1 large 
Per doz. .$9 50 11 25 12 75 15 SC 

Galvanized. 

Pits eseaceawnn i 2 3 
POP GE cv casecas 15 20 14 50 20 00 
TWINE 
Market 
Quotation 
3-ply Cotton Wrapping.......... 

4 - Nieeeeee 

4 Extra Wrapping...... 

4 “ Hvy. Wrapping. . 

4 = Wrapping on tubes... 

3 - - cones... 

4 o ct} it) pe 

India Hemp, 4-tb. balls, No. 18.. 

2-ply Jute, 1-tb. balls......... 

Seins. Market 
ae per tb . Quotation 
Med.....  * @pesukeeaesaee - 
Pe ce  v¥eenaveaniowen® ” 
Staging, }-tb. ball, sie er - 

“a - | = 

cr) Lad Lid 27 . i] 
Bagging, }-tb ball............-- - 
3-ply, “B’’ in hanks........... - 
eS? peneedeeene - 
ee me Asano 
3- “ Silver Finish, in hanks... “* 

Fodder or Lath. 

SOD SE... cc cidccnnsccoseve 
VISES. 

Mo. 271. Mand... .cccccescocs $5 00 

Oval Slide, 

Inches 2 24 34 44 

Each "$2. 40 $2.60 $3. 00 $3. 75 $7.75 

No. 1, Genuine Wentworth, 
Noiseless Saw...... perdoz. %& 50 

No. 2, Genuine Wentworth, 
Noiseless Saw......per doz. 20 00 

No. 3. Genuine Wentworth, 

gy Roy sins se 8 00 

a de ‘ 

a eee er dor. 13 50 


63 

WARE, 

Glue Pots. 
es acicsseseed Add 15% to list 
Bnameled........000 cocccceccdOte 
WASH BOAKDS—See Boards. 

WASHERS. 

Standard O. G. cast iron...pertb. 34c 


00 | Wrought steel in S-tb. boxes, per tb.: 


In.3/16 45/16 # § § 28 4 1 
18c l6c 1S5c 13c 12c 1l$e Ile Ile Ile 
o 


WEDGES, 


eee eee eee eee 


WEANERS. 
Calf. 
Fuller's, per doz..... $2 00 to $2 50 
Tyler's Safety, per doz. 1 85to 2 40 
Carroll's, per doz.... 3 OO0Oto 3 75 
Hoosier, per doz 3 50to 460 
Shaw Perfected 


WEIGHTS. 
Hitching..............per Ib. 
Sash—f.o.b. Chicago 

Ton lots, per ton........++. $60 00 
Smaller lots, per ton......... 


WHEEL BARROWS. 
No. 4 Tubular Steel......... @ $7 25 
Common Tray or Stave Tray @ 275 


Angle leg. garden.......... @ 475 
WHEELS. 
Carborundum....ccscccccsecee - 50% 
Emery...... eeccccccoccncsocecd 60% 

PU. EMR. ccccccese 8 10 12 
Pet Gthscccsaces $5 50 725 8 SO 
12 in. heavy hoisting, per doz. $25 00 

WIRE. 

Drass. 

BR QU 0sc06cenccccsessceses Nets 
In I-lb. spools, new list........ Nets 
Broom—Tinned.....-seeeseeeees Nets 


( ab'e—Same price as Barbed Wire. 


Copper. 
Pb ntdevacws sa vsane case Nets 
1-lb. spools, new list....... Nets 


Fence—Smooth. An’eal'd Galv’d 
Nos. 6 to 9, less than 
car, per 100 Ibs 


Hair—New List....... 


Market. * Market Quotations 
Bright, full bdles. . . . 
Bright, broken bdles........ 
Coppered, full bdles........ 
Coppered, broken bdles.... . 
Tinned, full bdles 
Tinned, broken bdles 

Picture—In coils...... 


$4 95 
40& 10% 


$4 25 


80% @80& 10% 


In 5-tb. spools. . per Ib..... 26c 
WRENCHES. 

Coes Steel Handle, 6 inch. 10% 

= - 8 30Y 

10 10% 

o « 12 sesee 30% 

Coes Knife-Handle, 6 “ . . 30% 

™ ” - _ 304, 

10 30% 

12 30% 

Coes All Patterns, 30% 
Bemis & Call's: 

Adjustable S, 15%; Adjustable S 


Pipe, 15%; Briggs’ Pattern, 10% 
Combination Brighv . 18% 
Steel Handle Nut........... 20% 
Combination Black... .. . 15&5% 
Merrick Pattern.......... ..10% 


Knife Handle Pattern. 
No. 62, Screw Wrench. List, plus 5% 
No. 60, Steel Handle.. 


WRINGERS. 








No. 790, Guarantee. ‘per dos. $61 00 
No. 770, Bicycl 57 00 
No. 110, Domestic 50 5é 
No. 110, Brighton... .. - 40 50 
No. 740, Bicycle : 55 00 
No. 22, Domestic.... a 48 50 
No. 22, Pioneer . vid 44 5C 
No. 770B, Bicycle..... 4 92 00 
No. 781B Guarantee... A 101 o 













































of AMERICAN ARTISAN AND HARDWARE RECORD February 21, 1920 
ADVERTISERS’ INDEX CLASSIFIED INDEX Elevators. Horse Shoes. 
|Kimball Bros. Co., |American Steel & Wire Co.. 
Council Bluffs, Iowa Chicag», 1} 
Asbestos Sheets. 
ALPHABETICAL LIST | Jack Corporation, A. W., | Fence Gates. i Rg ge em gaa 
Lockport, New York! American Steel & Wire Co., Bullar Gormley Co., 
Abbott Mig. Co......-.-.++: 71) aelesie on. ci - 
PS Se SS eee 71 ‘Pittsburgh Steel Co. |Clark-Smith Hdw. Co., 
American Sheet & Tin Plate Co..... 69) sia , Ash a , Pittsburgh, Pa. Peoria, I}! 
’ 7 orthern Corrugating Co., 
American Steel & Wire Co.......... a ce Bay, Wie 
Ashton Mig. Co... ....--6eeeeeeeee 71) lea 
Atkins & Co., E. Cu... ce eee ccceee 76 Fencing—Wire. iieeemeee pena oo" 
Betkwith Co......... . 8 — a Pittsburgh Steel Con. ae ° “ Titaiednen’ Wi- 
79 |American Stee re Co., sburgh, a.| 
Berger Brothers Co..........-.-+++ 70 Shinawe, 20. 
Berger Mfg. Co....... 69 | pittsburgh Steel Co., 
DEPRES OO... cc ccccccccccccessecce 1 Pittsburgh, Pa. > Machinery—Culvert. 
aerate 72 Files. Bertsch & Co. 
Bertach & Co.....++-++-++++-++++s Delta File Wks.. Philadelphia. Pa Gausbelfiee City. tna 
Brier Hill Steel Co............-++- 70| Bicycles. Heller Bros. Co. Newark, N. J 
Bullard & Gormley Co...........-- 79) sohnson’s Arms & Cycle Wkzs., 
Burgess Soldering Furnace Co...... 71) Fitchburg, Mass Machines—Crimping. 
te Oa.n W. Fic cccccccesccccoee 73 | Flux—Soldering. Bertsch & Co., 
ComOweh BER. CO. ccccccccscsees 77) Bins—Nail. Allen Co., Inc., L. B., Chicago, Ill. Cambridge City, Inu 
Chatsworth Mig. Co.........--+.++ 77 | The Wellston Mfg. Co., Niagara Machine & Tool Wks., 
Clark & Co.,Geo.M...... eer 2 Wellston, Ohio | Buffalo, N. y 
Clark-Smith Hardware Co.......... 70 Furnace Rings. 
Clayton & Lambert Mfg. Co........ 71 Bolt Cases. ieee Machines—Razor Blades. 
Cleveland Castings & Pattern Co.... 19) Wellston Mfg. Co., Wellston, Ohio , |Hyfield Mfg. Co., 
Coes Wrench Co,.....60es see ceeee 76 New York, N. y 
. } 
Coleman, Allan J...-..... 77 | Bolts and Nuts. Furnaces—Soldering. 
Co-Operative Foundry Co.......... ‘| Ryerson & Son, Joseph T., Ashton Mfg. Co., Newark, N. J. Machines—Stove Pipe. 
Cope-Swift Co., Imc..........-+-++- 19 Cc hicago, Til. Bernz, Otto, Newark, N. J. Hemp & Co., St. Louis, Mo 
Cortright Metal Roofing Co......... 60 | Burgess Soldering Furnace Co., 
Danville Stove & Mig. Co.......... 12) Bolts—Stove. Columbus, Ohio 
Delta File Works...............+. 75|Kirk-Latty Mfg. Co., |Clayton & Lambert Mfg. Co., Machines—Tinsmith. 
Double Blast Mfg. Co............. 71} Cleveland, Ohio} Detroit, Mich.|Bertsch & Co., 

Wood Face & Lor Cc 19 | Double Blast Mfg. Co., Cumbridge City, Ind 
sare a eens | a North Chicago, Ill.|Dreis & Krump Mfg. Co., 
Dreis & Krump Mfg. Co........... 77 | Bertach a Ce Bienes Inc. Chas A. Chicago, 11) 
Sea eae Sew O®....--.-. } Cambridge City, Ind.| Brooklyn, N. Y./Hemp & Co., St. Louis, Mo. 
Friedley-Voshardt Co............-. 70! preis & Krum ;Turner Brass Works, Knoedler, Frederick 

> p Mfg. Co., ‘ , rederick J., 
Sycamore, III Philadelphia, Pa 


Globe Stove & Range Co... 


Hall-Neal Furnace Co............. 
Harrington & King Perforating Co. . 
Bart & Cooley C0... cccccccccccece 
PE, Gis ccscccccccveccccs 


Hemp & Co..... 


Henry-Miller Foundry Co.. 


Hero Furnace Co... 


PE BGs GS. Giccvccccvscccees 
BE Bs Geer ccccssecsscces 
Ps Ws tebe ddees se ccetcxe 
Johnson's Arms & Cycle Works..... 
Se EI, Gc ccccccscecsccnse 


Kirk-Latty Mig. Co 


Knoedler, Frederick J.............. 


Magee Furnace Co.............+.- 


Mahoning Foundry Co.... 
Marshalitown Mig. Co......... 
May-Fiebeger Furnace Co. 


Meyer & Bre. Oo., Ficccccccscscees 
Moyer Furnace Co....csccccssccee 
Meyers Mfg. Co., Fred J........... 
Michigan Safety Furnace Pipe Co... . 
Milwaukee Corrugating Co......... 
Monroe Fdy. & Furnace Co........ 
Niagara Machine & Tool Works.... 
Nickel Plate Stove Polish Co........ 
Northern Corrugating Co.......... 
Northwestern Stove Repair Co...... 
Omaha Stove Repair Works........ 


Peck, H. E.... 


Peerless Foundry Co............... 
Pittsburgh Steel Co................ 


Quincy Pattern Co.. 
Rock Island Mfg. Co... .. 


Rock Island Register Co........... 
Ryerson & Son, Joseph T.......... 
Safety Interlocking Stove Pipe Co... 
GE BO, Gc ccccececccccacsccce 
Schwab & Sons Co., R.J........... 
GD A GI ccccesecccececes 
Standard Furnace & Supply Co..... 


Standard Ventilator Co. 


Stover Mfg. & Engine Co........... 
Sullivan-Geiger Co................ 
ee 
Tubular Heat. & Vent. Co.......... 
Turner Brass Works............0.. 
Tuttle & Bailey Mfg. Co............ 
XXth Century Heat. & Vent. Co.... 
Vedder Pattern Works............. 
Tc actecccscenesacus 
Walworth Run Fdy. Co............ 
ce, 
Wheeling Stove & Range Co........ 
We UND CIOs 0 ck cccccesvcéscs 


Z. T. Soot and Gas Consumer Co.. 





Chicago, Ill. | 


ss| |Niagara Machine & Tool Works, 























Niagara Machine & Tool Wks., 

















Buff: N. Y 
73 | Buffalo, N. Gratings—Face Register. aante, ¥ 
17 Meyers Mfg. Co., Fred J., 
75 | Brace and Copper. Hamilton, Ohio Meat Smokers. 
72 | Hussey & Co., C. 2. ; " Chatsworth Mfg. Co. 
al ttsburgh, Pa C ° ; 
a Handles—Boiler Chatsworth, 11) 
4 
13 | Ceiling—Metal. |Berger Bros. Co., ' 
71 | Berger Mfg. Co., Canton, Ohio Philadelphia, Pa. Metal Corners. 
Burton Co., W. J., Detroit, Mich. Northern Corrugating Co., 
71 | Friedley-Voshardt Co., Hangers—Eaves Trough. Green Bay, Wis 
Chicago, IN.) ,pnott Mtg. Co., 
Milwaukee Corrugating Co., Cleveland, Ohio 
Milwaukee, Wis. Metals—Perforated. 
75|Northern Corrugating Co., Harrington & King Perforating 
68 — a Heaters—School Room. — Ca, oe 
18 Globe Stove & Range Co., 
73 Cement—Koofing. Kokomo, Ind. Mill bo: 
73 | Berger Mfg. Co., Canton, Ohio | yonroe Fdry. & Furnace Co. : seer ard. 
, Monrce "Mich Jack Corporation, A. W., 
a ae 5 Lockport, N. \ 
Clips—Damper. |Peerless Foundry Co., 
oo | Stover Mfg. & €ngine Co., Indianapolis, Ind. 
- Freeport, Til. | | Standard Furnace & Supply Co., Mit 
12 Omaha, Neb. SEICOES. 
al Friedley-Voshardt Co., 
a | Closet Cleansers. ‘Chicago, Ill. 
‘olem:e y. 2 ., Chicago, Ill. 
Coleman, Allen J hicago estes adie Ste 
18 | Coal Chutes. Beckwith Ca. : Dowagiac, Mich. Mop Sticks. 
80 Co-Operative Foundry Co., Stover Mfg. & Engine Co 
|Peerless Foundry Co. Rochester, New York ay 
13 | a lis, Ind , Freeport, Il 
73 | Indianapolis, Ind.| nv nvitie stove & Mtg. Co., 
Danville, Pa. 
“i Consumers—Soot and Gas. |Forest City Fdy. & Mfg. Co., Motorcycles. 
69 Soot and Gas Consumer Co.,| Cleveland, Ohi0) jonnson’s Arms & Cycle Wks 
19 Oshkosh, Wis.| Globe Stove & Range Co., Fitchburg, Mus- 
19 | Kokomo, Ind 
4 Hall-Neal Furnace Co., 
wo Cornices. : Indianapolis, Ind. Nail Slati 
13 | Berger . : % } s—Slating. 
erger Mfg. Co., Canton, Ohio Haynes-Langenberg Mfg. Co., Ht ac Ca 
73 |Burton Co., W. J., Detroit, Mich.| . Lous, Mo)” a Weiites. ve 
19/riedley-Voshardt Co., Henry-Miller Foundry Co., 
77 Chicago, II1.| Cleveland, Ohio 
= Milwaukee Corrugating Co., wis,|Here Furnace Co. Chicago, Ml. Nails—Wire. 
19 Milwaukee, *| Hess-Snyder Co., Massillon, Ohio! American Steel & Wire Co., 
9 . Mahoning Foundry Co., Chicago, Ill 
ae Cut-Offs—Rain Water. Youngstown, Ohio) Pittsburgh Steel Co., 
“ |Sullivan-Geiger Co., | Magee Furnace Co., Pittsburgh, Pa 
Indianapolis, Ind. | "Boston, Mass. 
0 . 
|Meyer Furnace Co. Peoria, Ill. 
70 . ¢ Oil Heaters. 
| a b Co.., F 
14 Dampers. a Te S vane * Mich.| Wheeling Stove & Range Co. 
68 |Howe Co., The S. M., . Wheeling, W. Va 
cs Boston, Mass. |Peerless Foundry Co. 
. Indianapolis, Ind 
6g |Stover Mfg. & Engine Co c RO cer grog 
eible-Moncrie eater , 
68 Freeport, Il). r Cleveland, Ohio Ornaments—Sheet Metal. 
- | Schill Bros. Co., Crestline, Ohio Friedley-Voshardt Co., s 
, Eaves Trough. Schwab & Sons Co., R. J., Chicago, Ill. 
= Abbott Mfg Co., Cleveland, Ohio Milwaukee, Wis. 
1 Berger Bros. Co., Standard Furnace & Supply Co., = 
8 Philadelphia, Pa. Omaha, Neb. Patterns—Stove. 5 
72)Burton Co., W. J., Detroit, Mich.|Tubular Heating & Ventilating |Cleveland Castings Pattern Co., 
15 Clark-Smith Hardware Co., Co., Philadelphia, Pa. Cleveland, Ohio 
= Peoria, Ill.|XXth Century Heating & Venti-|Cope-Swift Co., Inc., leh : 
18 | Milwaukee Corrugating Co., lating Co., Akron, Onio Detroit, Mich. = 
3 Milwaukee, Wis.| Wise Furnace Co. Akron, Ohio| Quincy Pattern Co., Quincy. Tl. = 
bd Northern Corrugating Co., Wrought Iron Range Co. | Vedder Pattern Works, : 
12 Green Bay, Wis. St. Louis, Mo. Troy, N. Y. 4 















